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Prepare Your Stock Now— 


¢ CooL % «& VENTILATED 


ov 7RIEDMAN) 
© COMFORTABLE NX SHELBY ZY? e@ NOVELTIES 














COMBINATION 
No. 6392 GRAY 
Fawn kip vamp. Beige No. 639] 





quarter, tongue and stay. ; 
Ventilated Oxford. Gray kip vamp. Darker 
gray quarter, tongue and 


. year ; ia “ _stay. Ventilated Oxford. 
42an ¢ O12 





| ; A and B:7 to 12 
7 WHITE B and C: 6 to 12 
| No. 6390 
| All White Elk Ventilated 

Oxford. 


A and B:7 to 12 
C and D: 6 to 12 


No stock of Spring and Summer shoes is complete without the three “sure-fire” 
sellers above illustrated. The numbers shown are but a few available for quick 
delivery by Friedman-Shelby. 

Order these numbers for immediate delivery and build your Summer “set-up” 
around them. 

We invite your inspection of our complete Spring and Summer line! 


© post card will bring our salesman to your store. © 
/, ) y) 
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VOICE of the TRADE 


SNOWFLAKES over New York on 
the Sixth of April—and somebody 
commented that March and April 
were misplaced in name and in 
Easter as well, as compared with a 
year ago. Why is it so unusual to 
have snow in April, when it is a 
known fact that snow falls in some 
place in the United States (and we 
don’t include Alaska) ten months in 
the year? Too late for galoshes! 
Too early for sandals! What to do 


about it? 
* * *% , 


u 





CHESTER HEROLD of the Herold 
Shoe Company in San Jose, Calif., 
is the shoe trade’s greatest Mexican 
traveler. He is just back from one 
of his trips and proved such a good 
photographer of the crowds that 
were in the demonstration follow- 
ing the expropriation of oil com- 
panies, that the San Jose Mercury- 
Herald ran the pictures three 
columns wide. In fact, Chester 
represented the Mercury-Herald in 
the Mexican train tour of the Cali- 
fornia Press Association. 

So he serves in both news and 
shoes, saying: “I was in the Bank 
of Mexico when people were trying 


lo cash pay checks or turn their 
paper money into silver. The peso 
took a plunge that morning and it 
looked like it would drop still fur- 
ther. Mexico finds herself today 
facing a disturbed populace and «a 
problematical future. There is no 
need to minimize the conditions 
Mexico is facing today, both as far 
as her own interests are concerned 
and her relationship with the rest 
of the world.” 
* *% * 

KE. F. BARTH, president of Graton, 
Knight Co., leather manufacturers 
in Worcester, Mass., says in a letter 
to stockholders: 

“For years your company has 
had a profitable export business 
with China and for that purpose has 
maintained a supply of leather 
goods in Shanghai. Although cur- 
rent sales have practically ceased, 





I am glad to report that no damage 
has occurred to our goods in 
Shanghai and that Chinese cus- 
tomers are paying their bills with 
little or no delay.” 

* * * 


MEAX LACKNER of The May 


Company, Denver, Colo., says: 


Page || 


“How can retailers promote and 
sell the shoes they own? Frankly, 
I believe a grave injustice was done 
this Spring to the shoe buyer who 
placed orders in November at the 
Guild. To begin with, gabardine 
and gabardine combinations were 
bought very extensively at the No- 
vember show—and I know that this 
applies to all of us because I talked 
to hundreds of buyers on the trip 
from which I just returned. Then, 
before this merchandise was even 
delivered—due to late shipments 





from manufacturers (on confirma- 
tions calling for Jan. 5 to 10 de- 
livery, many shoes were not received 
until the first or second week in 
March) —like a thunderbolt a manu- 
facturers’ promotion was developed 
on tan calf and patent leather, ap- 
parently disregarding what the 
buyers had purchased in November 
and in no way giving publicity or 
consideration to the materials and 
types which had been ordered. 

“I do not question that it was 
good business to promote these 
other shoes; but in doing so they 
should not have emphasized so 
strongly the other materials with- 

































out giving any consideration, as I 
say, to the ones already on hand 
and just coming in. It will be hard 
to encourage early buying, and 
shoe buyers will certainly lose con- 
fidence if they find these methods 
being practiced. I for one would 
much rather wait and be right than 
buy shoes early, wait for late de- 
liveries, and then be wrong! There 
should be a closer and more co- 
operative relationship between 
maker and buyer, and publicity 
should be divided and given to sea- 
sonable materials and new materials 
which are follow-ups should be pub- 
licized at the proper selling season, 
allowing the stores ample time to 
receive the merchandise and move 
it out before getting on the band- 
wagon too loudly for the new 
things.” 


* * * 


CHARLES THOMPSON of Op- 
penheim-Collins, 34th Street near 
Broadway, has a habit of saying 
things in a punch line, viz.: 

“White Summer? Sure! What 
else would you sell?” 


* * * 


IF hours of use could be measured, 
it would make a splendid barom- 
eter of the rise and fall of shoe 
wearing. Official figures come to 
hand reporting the average weekly 
attendance in American film houses 


during 1937 was 88,000,000 in a 








total of 16,251 motion picture 
theaters. The average movie per- 
formance is three hours. . . . A stag- 
gering total of 264,000,000 seden- 
tary hours when sole leather is not 
being worn out. 

Now, if someone could measure 
the automobile hours of mankind 
there would be still another index. 

* * * 


F. PAUL RILEY, who presided 
at the first day’s session of the 
recent Styles Conference, opened up 
with the words “FASHION IS 
SPINACH” and then continued to 








B/S 











—What is Money? 

—You'll probably say that it's “a 
medium of exchange" or "a gen- 
eral term for wealth." 


—If you look in the dictionary you'll 


find so many definitions you'll get 


I e F 
—l ye asked the late Frank A. 

Vanderlip, eminent banker, what 

his explanation of Money might 

be— 

—"I'm frank to confess," he replied, 
“that although I've devoted all my 
business life to that thing called 
Money, | don't know yet just what 
it is.” 

—And Stuart Chase, eminent econ- 
omist, said several years ago: 

—"l was a certified public accountant 
for thirty years, and considered pretty 
good at my job, but | must say that 
| am at a loss to understand or ex- 
plain Money.” 


—Arizona's Senator Ashurst recently 
told how to decide whether a man 
is a monetary expert— 

— "If he talks an hour about money and 
makes you listen," the Senator said, 
“and when he's through you ask your- 
self "What in hell is he talking about?’ 
then you know that man understands 
the money situation." 

—Amazing, isn't it, that so little can 
be known about a thing that is so 
essential to our modern compli- 
cated scheme of living! ! 


pe exe 6 ae 


President 





quote from Elizabeth Hawes’ book 
of that same title: 

“Fashion is apt to insist one year 
that you are nobody if you wear 
flat heels, and then turn right 
around and throw thousands of 
them in your face. . . . Fashion 
persuades millions of women that 
comfort and good lines are not all 
they should ask in clothes. Fashion 
swings the female population this 
way and that through the magic 


' expression that ‘they’ are wearing 


such and such this season and you 
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must do likewise or be ostracized. 

“Style doesn’t change every 
month or year. It only changes as 
often as there is a real change in the 
point of view and lives of people 
for whom it is produced. . . . 
Style doesn’t give a whoop whether 
your comfortable clothes are red or 
yellow or blue or whether your bag 
matches your shoes. Style gives 
you shorts for tennis because they 
are practical. Style takes away the 
wasp-waisted corset when women 
get free and active.” 

So we were curious enough to get 
her book “FASHION IS SPIN- 
ACH” published by Random House, 
New York—$2.75—and it’s well 
worth it. 


* * * 


HKATS off to increases! 

March, 1938, was the largest 
month in the business history of 
D. Myers & Sons of Baltimore. This 
is rather extraordinary in view of 
the present recession, but Elkan 
Myers says that his business has 
shown constant increase for the last 
ten years and the volume has gained 
steadily. 

* * * 
669 HAVE heard plenty of retail 
shoe merchants tell about the ex- 
ceptional service they render, but J 
really believe that the special brand 
of service we give right in our shoe 
store in Reno, Nevada, tops them 





all,” said Otis B. Falk, who with 
his partner, James L. Campbell, has 
been in the retail shoe business in 
Reno these many years. 

“You see, we are differently sit- 
uated than many stores. Lots of 
people come to Reno to get mar- 
ried, as well as to get divorced. So, 
not only do we give our customers 
real service by selling them Brown- 
bilt shoes; but many come in to 
ask where they can find the Justice 
of Peace in order to get married. 
We just ring up our friend, the 
judge, telling him we have a couple 
who want the knot tied. He comes 















right to our store; we act as wit- 
nesses and the job is over in two 
minutes. Then we kiss the bride 
(at no extra charge) and send them 
merrily on their way. Of course, 
shoe men come our way for this 
service. One that we did a some- 
what special job on was Ray King 
of the Buster Brown Shoe Store at 
Chico, California.” 


* * * 


BRESPONSIBILITY of the cus- 
tomer is equal to that of the store 
in determining fit—is a very im- 
portant ruling. The following ap- 
peared in the New York Herald 
Tribune (April 5, 1938): 

“A store or a salesman who sells 
an adult a pair of shoes too small 
for him, which results in injury to 
the customer, incurs no liability for 
damages, Justice John J. Sullivan 
ruled yesterday in a _ decision 
handed down in the Municipal 
Court in dismissing the suit of 
Harry H. Bendix against Saks & 
Co. The plaintiff filed suit for $600 
damages, charging that he wanted a 
91% shoe, but the salesman induced 
him to take a 9 shoe. After wear- 
ing the shoes a few times, the plain- 
tiff said that they caused his feet to 
swell, resulting in 14 days’ illness. 

“Justice Sullivan dismissed the 
suit on the grounds that an adult 
must assume just as much respon- 
sibility as the store in determin- 
ing that a shoe fits properly.” 


MIARGARET HAYDEN RORKE, 
managing director of the Textile 
Color Card Association, says: 
“Louis XIV’s tercentary at Ver- 
sailles, Paris and Saint Germaine 
is expected to create considerable 
fashion interest this Summer. It 
has been announced that a mag- 
nificent féte de nuit, or gala night 
féte, will take place at Versailles on 
July 3, with a reproduction of one 
of the nautical spectacles given by 
Louis XIV on the Grand Canal in 
the palace gardens. The fountains 
will play and the palace and gar- 
dens will be illuminated. 
“Highlighted in this glamorous 
collection of Versailles colors are 
new expressions of pastels and bril- 
liant shades, as follows: Pompa- 
dour Mauve, DuBarry Pink, Tri- 





* 







* 
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anon Yellow, Marie Antoinette Blue, 
the orchid-tinted Rose de Versailles, 
Fragonard Green of chartreuse cast, 
Maintenon Blue in the turquoise 
range, as well as the radiant hues, 
French Cyclamen, Vert Royal or 
royal green, Orangerie in the 
orange gamme, Féte Red and Bleu 
de Roi or king blue, in the royal 
family.” 
* * * 

Mi, 0. MICHELSON, manager of 
the Florsheim Shoe Store on Holly- 
wood Boulevard, Hollywood, said: 

“Everything seems to be selling 
freely. All whites are best, of 
course, but the brown and whites 
and the black and whites are mov- 
ing right along. There is a good 
deal of interest in the shoes trimmed 
with gabardine—since the moment 
we displayed them. Gabardine in 
men’s clothing will be very big this 
year, so it is only natural that men 
are giving the gabardine-trimmed 
shoes a considerable amount of at- 
tention. Several combinations are 
especially good. The medium blue 
gabardine with the dark blue calf 
leather trim; rust with a dark rust 
trim and beige with London tan are 
the leaders. Even the Mexican type 
of woven sandals are selling very 
well, this early in the season. It 


looks like a good year for all kinds 












of sport footwear, especially those 
kinds which have a little extra 
something in the way of good 
styling.” 

* * * 
C. C. STUBBS of Plainview, Tex., 
says: 

“The biggest problem confront- 
ing us is a correction of three items 
in our industrial set-up and by in- 
dustrial I mean everybody that 
works—not just factory employees. 
Those three things are: excessive 
taxation, principally brought about 
by loose thinking; the high cost of 
transforming raw materials into the 
finished product; the high cost of 
transportation; and possibly might 
be added the unwarranted inter- 
ference by the government in in- 
dividual activities and the increas- 
ing control or regimentation of 
production of the people. 

“We have here the condition of 
our farmers producing an enor- 
mous cotton crop and not getting 
enough out of it to buy enough cot- 
ton goods to keep them warm and 
well clothed. In producing this 
crop they work from 12 to 14 hours 
a day with a return so meager that 
they can’t even use the goods made 
from the raw material they pro- 
duce.” 
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"| don't like that style. Show me something snappy in a wing tip with brass eyelets.” 
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“*New York is not America,” said one witty and discerning foreign 
visitor. And sometimes we could agree with him. But make a tour of the 
New York shoe stores, talk to the buyers, ask them what have been their best 
sellers during the past month and you will see that, in the matter of shoes, 
New York taste is All-American. Patent leather, blues and copper—‘“the big 
three”—these have been tops from Houston to Norfolk, and then some. And 
now New York retailers tell the same story. 

Look at the materials represented in the photographs on these two pages. 
The shoes were selected by eight New York buyers to show customers’ favorites 
in materials, patterns and colors. Three are patent, two sueded leathers, one 
gabardine, one calf and one kid. 















NOW THEY HAVE BEEN SOLD 






Sales checks show which way 
the wind blows, and the best 
selling patterns of leading New 








York retailers indicate the 






types that most women prefer 






for their early Spring shoes. 










by 
ELEANOR RUTLEDGE 












PERCENTAGES and comparisons are always danger- 
ous and liable to be misinterpreted. Of course, there 
are a few stores that report gabardine as the biggest 
single seller. Of course, every store is selling some 
suede, calf, kid and perhaps a little reptile. A popular 















The most discussed pattern treatment pattern like Slater’s “Bands of Charm” is bound to be 

of the year, the wedge heel, is shown é 

here by Saks-Fifth Avenue in a smart a best seller in suede. And a novel, and very charm- 

ghillie type of rust suede trimmed and a = ‘ 
laced with smooth brown calf. ing, treatment of suede, like Frank Brothers plaided 


suede, has naturally been a top seller. 


But nd lar n i i i 
‘hile wt Ceaitens*. realets tei debian, ut, by and large, and covering a wide price range, 


is the name Slater gives this perennial fav- i i i 
te the mame Slater gives thie perennial fav- patent has been the outstanding material in March 
suede in the tan-to-brown ombré combination sales. A little of this has been in color, but by far the 





shown here. The scalloped ofeee and punch- i ; 
work are new details this season. greater part in black. In some of the lower price 





brackets, gabardine has been the top selling material 
for black. 

Blue has been second only to black and promises 
soon to outstrip it as the warmer weather puts Spring 
costumes (many of them blue or harmonizing with 
blue) on the streets. It has sold best in gabardine, calf 
and some kid and suede. The favorite shade is navy— 
true or a little lighter—but there has been a little play 
on Parisian Blue. For the copper-rust-tan family—the 
season’s third color favorite—all materials have been 
good, especially suede and calf. One buyer in the 
popular price range thinks copper has not yet reached 
its peak. The wine berry shades have also sold, but not 
ir volume comparable to the other colors mentioned. 
A fifth color, beige, bears watching. It has made no 
sales record as yet, but it keeps popping up here and 
there as a high style color under different names, and 
may have possibilities for the future. All the high style 
colors have sold in a limited way, in reptile, alligator 
and crocodile leathers. 

The stepin was Number One in patterns during the 
past month. Pumps, of course, have also sold, many 
of these merging into the lower stepin groups. Every 
kind of stepin has been popular from the low to the 
high-riding type with gores. Several kinds of goring 
have been used—side, front and sleeve—and there have 
been various treatments of the high vamps as can be 
seen in the accompanying illustrations. Among these, 
cross straps and interlaced effects have been very popu- 
lar. High tongues and buckle effects have also sold 
well. A close running mate to the step-in has been the 
sandal. After that, but showing no volume, the san- 
dalized oxford. 

Opinion on open toes has been practically, unani- 
mous. Open-toed shoes in all patterns, colors, materials 
and prices have been big sellers. The openings have 


One of Walkover’s best sellers for March is this 

low stepin of blue gabardine, lower left. Alter- 

nating strips of patent and grosgrain form an 
asymmetric trimming of unusual distinction. 


The soft draped effect of the suede trimming on 

this blue calf sandal, right, from B. Altman 

illustrates another of: the season’s important 
style trends. 


been conservatively small. Little interest in open backs. 
Their selling season may be later. 

Heels run, in some stores, from flats to spikes. A 
popular volume height seems to be 18/8, which is 14 
higher than the volume height anticipated by some 
manufacturers earlier in the season. 

And the wedge heel? What has the average shopper 
thought of this radically different type in terms of sales 
checks? Saks-Fifth Avenue, which introduced it to 
America, is as enthusiastic as ever over it. In their 
experience, it is not just a play shoe and a pattern for 
the young girl. All ages of women have bought it and 
are wearing it in town for shopping, because it is so 
comfortable. Sales during the past month have far 
exceeded expectations. 

Another store considers it definitely a promotional 
idea. The younger set will wear it in town and the 
older women at home and on the porch when the idea 
has been sold to them. 

[TURN TO PAGE 41. PLEASE] 


Three fast selling patterns in Patent, the Leather of the 
Month. All three are opened up dress patterns. All three 
have the open toes which have been volume sellers for 
early Spring. 
Top left—The growing popularity of moccasin effects is 
seen in this important high-tongued pattern with gun- 
metal thong lacing from Franklin Simon. 


Center—Another of the season’s trimming inspirations is 
the Colonial buckle, effectively adapted for this gore 
stepin, a leading Spring pattern from Arnold Constable. 
Lower left—The popularity of cross straps and lattice 
effects continues, as seen in this stepin from Saks, 
Thirty-fourth Street. 
The draped sandal, lower left, large illustration, in navy 
kid from Frank Brothers is selling now and is slated 
for big business in the coming Summer and Fall seasons. 





MMOBERLY, MO., one of the “typical cities” selected 
by the Bureau of Home Economics of the United States 
Department of Agriculture for its study of consumer 
purchases, is essentially an industrial town. Witness 
its high percentage of wage earners, 65.9, out of a 
15,000 population. As a division point on the Wabash, 
half way between Kansas City and St. Louis, it is a 
transportation center. The Wabash has a line north to 
Des Moines, the MKT one to the Southwest. Excellent 
local and transcontinental highways make it the active 
center of a 40-mile trading area. And it is the center 
of a soft coal area in which an abundance of fuel is 
found a few feet underground. Cheap fuel has meant 
cheap power. 

The railroad, with its divisional offices, shops and 
hospitals; mining; one of Brown Shoe Company’s 
largest plants; the H. R. H. Hosiery Mills, an indepen- 
dent local concern—these employ the bulk of wage 
earners of Moberly, or between 3000 and 3500 out of 
a total of almost 5000. Typical of the city’s smaller 
industries are the Faessler Manufacturing Company, 
which has been making and shipping boilermakers’ 
tools all over the world for 20 years; the Missouri Hay 
Press Company, which manufactures hay presses for 
use in almost every state in the Union (it is planning a 
foundry of its own), and the Missouri Pure Iron Com- 
pany, manufacturers of corrugated iron culverts. These 
three concerns employ 75 to 100 persons. 

Moberly’s manufacturing is balanced by dairy and 
poultry production, for which the terrain is favorable. 
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TELLS HOW 


Dean of shoe men in Moberly is 


Joseph Mullen who, on January 11, 

this year, celebrated his 43rd year 

of successful shoe retailing here, 

of which all but one were in the 
same location. 


The F. M. Stamper Company, for instance, with head- 
quarters in Moberly and five branches in Northern 
Missouri, buys poultry, eggs and milk by the carload; 
employs 250 persons. Kraft-Phoenix cheese plant has 
a capacity of 60,000 pounds of cheese a day and is 
seeking more milk. 

The average annual income of a native white family 


in Moberly was $1,332 in 1935-36. One family in five 


Mr. Mullen, seated at his desk, typifies the old-school 
shoe man who so ably served the consumer public be- 
fore the days of high-power merchandising methods. 
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MISSOURI 
ITS SHOES 


“They buy a pair and wear ’em out,” says Joe 
Mullen, of Moberly, who has been selling shoes 
successfully to railroad men, factory workers, 
business people and farmers for 43 years. Never- 
theless, tactful suggestion at the point of sale, 
and a shrewd understanding of what customers 
need and want, enable the merchants of this 
typical Mid-W estern industrial town to find ways 


and means of getting more shoes sold right. 


t 


Mr. Waller is a believer in display and has 

several of these modern display niches 

throughout his store in which two or three 
featured styles are shown at a time. 


Another of Mr. Waller’s display fixtures is 

this modern display case, illuminated by 

hidden lighting and situated directly inside 
the entrance to his shop. 


MILL TOWN BUYS 


E. E. Waller, owner and operator of Waller’s Boot Shop, 
typifies the modern shoe man with a store featuring only 
high-priced style merchandise. 


earned $2,000 or more. In either case the amount 
supported between three and four members, which is 
an average size family. More than 30 per cent of 
Moberly families consist of husband and wife only. 

Over nine-tenths of income came from earnings; the 
remainder came chiefly from interest and dividends, 
from savings on rent by home owners, or by families 
having free rent in exchange for services. Over 20 per 
cent of the families had two or more earners. 

One family in ten received relief during the year. 
Of the others, two-thirds were wage earners. About half 
the remainder were in business and professional groups, 

[TURN TO PAGE 36, PLEASE] 

















The layout of the store front (above) is one designed to 

provide a maximum amount of space for easily visible 

displays. An arch (shown in photo below) leads to a 

separate alcove in which is located a junior department 
so designed as to appeal to the youngsters. 


General view of the accessory depart- 
ments showing the attractively ar- 


ranged slipper display. 


New Canadian 


SHOE STORE 


HARMONY of.color scheme, an unusual lighting 
treatment, and well planned modern styling, give 
the new Rowland Hill Shoe Store of 191 Dundas 
St., London, Canada, a unique position among 
Canadian family shoe stores. A peach-beige back- 
ground with color accents of terra cotta and coral 
is used in the main store, with jade green and 
brown giving variety to the Junior Shop. 

All lighting units are concealed. High power 
lamps, placed every ten feet in the reserve stock 
galleries which run the length of both sides of the 
main selling floor, flood the store with diffused light. 
Spot lights behind grilles set flush with the ceiling 
are over each fitting parlor. Individual displays 
on the pillars flanking the main aisle are empha- 
sized by hooded lights. 

The store interior is divided by four-foot stock 
cabinets with mirrored ends, into specialized shops 
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Modernized F amily Shoe Store in London, Ontario, Combines a Number of In- 
teresting Features Which Make It Unique Among Its Neighbors. Careful Design, 
Pleasing Harmony of Colors and Skillfully Planned Displays Increase Attrac- 
tiveness of Rowland Hill Store, Which Is Really a Group of Special Shops. 


UNIQUE “in Dominion 


about store furnishings and appointments, as well 
as in their merchandisig and promotioal methods. 
The fact of the matter is that shoe men in the 
Dominion are exceedingly enterprising, progressive 
and up-to-date. Not only do they attend the con- 
ventions and meetings of their own associations, 
but many of them are frequent visitors at impor- 
tant shoe gatherings, both regional and national, 
in the United States. In this way they kéep in touch 
with the latest developments in both countries, and 
as the shoe business in Canada is less highly com- 
petitive than here, and stores draw patronage from 
a wide area, many of the large independent retail- 
ers do a volume of business that enables them to 
provide the best in the way of store equipment. 
While stores as elaborate as the new Rowland 
Hill establishment in London are relatively few, the 
number of thoroughly modern and up-to-date retail 
shoe shops is increasing steadily, and the Canadian 
retailers are keen students of merchandising as 


a accessory departments at the Rowland Hill well as fashion. 
e. The cases at the ends of the counters, and 
stock cabinets provide excellent display facil- 

ities. 


for men, women, and lower-priced women’s shoes. 
Rust upholstered chromium chairs are used in < 
parlor formation, and these shops are carpeted 
completely in small patterned broadloom. The 
combined shops allow a seating capacity of 125. 
Women’s hosiery, bags, boudoir slippers, and 
findings are sold over the counter. On the opposite 
side of the entry men’s socks and spats are sold 
over another counter. 
Six broad steps at the end of the main aisle lead 
into the Junior Shop. Five large windows provide 
daylight lighting in this unusual department. Here 
all footwear needs from infants’ soft soles to senior 
misses and boys up to men’s sizes are handled. 
Low-heeled rubber footwear is also sold here. One 
of the popular features of this department is the 
children’s playroom, separated from the general 
selling floor by low walls of shelving. 
Most American shoe men probably have an idea : 
that merchants in Canada are somewhat more con- as pus ne 3 Ho thgracaglboe po ey gf csr ‘ 
servative than the American stores in their ideas place in which to shop. 





FEATURE 
FOOT HEALTH 
ACCESSORIES 
for NATIONAL 
FOOT HEALTH 
WEEK. May 2-7 


PROMOTION of foot health accessories, such as arch 
supports, and various kinds of foot appliances, together 
with the cushions, pads, salves and lotions that alleviate 
suffering from painful feet, is sometimes a problem 
to the shoe merchant. He wants to handle.these items 
in a high grade and ethical way, to fit them properly 
and recommend them to customers who need them. 
He may realize that they must be advertised and sold 
with discrimination and intelligence. Sometimes this 
realization may raise doubts in his mind as to just how 
he should proceed. 

Obviously, there are occasions when these foot health 
accessories can and should be brought to the attention 
of shoe store customers in a tactful, yet impressive 


Arch supports and foot health acces- 
sories call for intelligent, high grade 
service at the point of sale. 


way. And clearly National Foot Health Week is one 
of these occasions; in fact, it is one of the best oppor- 
tunities the shoe man has to do some really constructive 
educational work among his customers, many of whom 
would welcome the service rendered by the merchant 
and shoe salesman in bringing to their attention the 
possibilities of foot comfort that may often be had 
from a proper use of these appliances. 

Realizing that the fitting and sale of such foot health 
accessories as arch supports calls not only for a high 
grade type of salesmanship but also for considerable 
knowledge of feet and fitting in order that the appliances 
may be properly used, manufacturers of these acces- 
sories have devoted a great deal of study and much 
expense to the preparation of educational booklets, fold- 
ers and complete educational courses relating to the 
human foot, the problems the average shoe man is 
likely to encounter in his efforts to fit feet for comfort 
and bodily efficiency, and the use of various kinds of 


appliances intended for the accomplishment of this pur- 
pose. Looking over a number of these booklets, one is 
greatly impressed with the scientific approach to the 
subject and understandable way in which the subject 
matter is presented. 

Shoe retailers, and particularly the retail salesman, 
could prepare for National Foot Health Week in no 
better way than by reading or re-reading some of these 
highly instructive booklets, which are easily obtainable 
from manufacturers if they are not already in the store’s 
possession. From them will be obtained many facts 
and ideas which will be found helpful in fitting the 
types of customers that may be expected to come into 
the store in greater numbers than usual as a result of 
the publicity devoted to National Foot Health Week. 

Merchants who are planning Foot Health Week ads 
should make it a point to refer in a proper way to the 
service rendered by their store in connection with foot 
health accessories, and space should be allotted for good 





An Appropriate Opportunity for Constructive Promotion of Arch Supports, Foot 


Appliances and Foot Comfort Accessories in the Retail Shoe Store — High Grade 


Salesmanship and Proper Fitting Important Factors in Appliance Business 


educational displays of these accessories and appliances, 
both in the windows and inside the store. 

Of all the men and women catering to the whims and 
tastes of the American buying public the shoe man’s 
task is undoubtedly among the most difficult. In selling 
a suit of clothes, a dress or any piece of wearing apparel 
three factors govern the sale—style, fit and quality. If 
the garment is made to certain dimensions and these 
measurements correspond with those of the purchaser’s, 
there is no question about its being satisfactory. 


Not so with the shoe man. He has a fourth and very 
important element with which to contend, viz., comfort. 
He has the unenviable task of not only fitting the foot, 
but the eye as well. If the salesperson on the fitting 
stool were privileged to fit every pair of feet in ac- 
cordance with the feet’s requirements, what a happy 
world this would be. 

But the millennium in the shoe world has not arrived, 
nor will such state of perfection ever be reached so 

[TURN TO PAGE 35, PLEASE] 
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EN every community throughout the country, those 
stores that are doing a real fitting job on children’s 
shoes should cooperate to make this an outstanding 
feature of the local Foot Health Week promotion. 

There are several reasons why this is very important. 
First, May 1 is Child Health Day, by presidential 
proclamation. (Sponsored by American Child Health 
Association.) Second, May 1 to 8 is National Baby 
Week. Third, May 8 to 12 is School Science Fair. 
(Sponsored by American Institute.) Fourth, there is an 
ever-increasing amount of attention being given to feet 
and shoes in national magazines and newspapers. Fifth, 
interest in child foot health is being fostered in an in- 
creasing number of schools and other organizations. 
Sixth, it has been estimated that 80 per cent of school 
children have foot defects. 

While parental neglect, economic conditions, and the 
children’s own shoe desires all are in some measure to 
blame, the reliable, responsible children’s shoe dealers 
must place themselves above any public condemnation 
that may develop. 

These good stores must accept leadership in educa- 
tional work within their areas. They must use publicity 
that will keep the public informed regarding their facili- 
ties and service. They must see that any adverse public 
opinion developing shall not include all stores—good, 
as well as bad and indifferent. United effort by good 
stores can swing public opinion to the proper angle of 
recommendation for the responsible, understanding 
shoe man, who renders real fitting service, while direct- 
ing condemnation toward careless fitting or over-the- 
counter selling of children’s shoes. 
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Spanky MacFarland, Hal Roach Star in “Our Gang” Comedies 


About CHILDREN’S Foot Health 


During National Foot Health Week, May 2 to 7 


by R. E. ANDRUSS 


While there are undoubtedly many cases where a 
“prescription” fitting is advisable, the public should 
be made to appreciate that there are shoe men com- 
petent to fit normal feet, and stores where any casc 
requiring it will be referred to a doctor or podiatrist 
for advice and attention. 

The program should be planned to emphasize two 
angles, to appeal to the double audience. First there 
are the parents of the younger children. Second, the 
boys and girls themselves, as they grow older. During 
the early years, the parent decides the shoe question. 
It is the parents’ responsibility to see that feet and 
shoes are examined frequently. 

During the formative years, when children’s feet 
grow very quickly during certain periods, outgrown 
shoes are the greatest trouble makers. Too-heavy shoes 
may tire and otherwise harm delicate feet. 

[TURN TO PAGE 34, PLEASE] 


Miay 1, the day preceding the opening of Na- 
tional Foot Health Week, is Child Health Day, spon- 
sored by the American Child Health Association. 
May 8 to 12 are the dates chosen for School Science 
Fair, formerly known as Children’s Science Fair, 
sponsored by American Institute. 

Check up the individuals and associations in your 
community that have an interest in Child Health 
and Welfare, including Parents’ associations, church 
groups and soon. This part of your co-operative Foot 
Health Week program may very well be extended to 
embrace, not only shoe stores and foot doctors, but 
various others who would be glad to participate. 
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WHY INDIVIDUALLY FITTED AND ADJUSTABLE 








DR. SCHOLL'S ARCH SUPPORTS ARE NECESSARY 


Page 23 














In the illustration above, the dotted line 


TO RELIEVE 


represents the elevation of the normal 
arch. Notice how the fiat-foot has fallen 
away from the dotted line 


completely and how the 
second and third weak 


WEAK 
ARCHES 


RHEUMATIC AND ARTHRITIC- 
LIKE FOOT AND LEG PAINS—SO 
OFTEN CAUSED BY FOOT STRAIN 


Medical and orthopedic science say that the correct way 
to relieve weak arches is by means of Individualized Cor- 
rection. Such correction is provided by Dr. Scholl’s Arch 
Supports. You can readily understand why. No two feet 
are alike—not even on one person. One foot may be 
affected to a slight degree—the other to an extreme degree. 
Individualized Correction is not provided by so-called 
“Arch Support Shoes,” because they all are made on one 
standard elevation. Therefore they cannot properly ease 
all types of feet and arch elevations. Through trying ex- 
periences and after bitter disappointments people are 
fast learning these facts. Be sure to satisfy your cus- 
tomers by fitting them individually with Dr. Scholl’s Arch 
Supports whenever relief for weak arches is required. 


DR. SCHOLL’S ARCH SUPPORTS 


ARE ADJUSTABLE 
The illustration below shows how Dr. Scholl’s Arch 
Supports are placed in Dr. Scholl’s Arch Fitter for the 
purpose of adjusting them to the exact elevation and 
] contour of the individual’s 
arch. This enables the 
Supports to fit properly 
and comfortably in the 
shoes and to provide 
perfect repositioning of 

the feet. 














arches vary in elevation. 


OUR MESSAGE FOR FOOT HEALTH WEEK 


The same suggestions have brought steady 
customers and profits to thousands of shoe men 


National Foot Health Week—and every week in the year—should 
be devoted to insuring your customers maximum ease and satis- 
faction with every pair of shoes sold. You cannot provide this 
satisfaction with ‘experimental ideas.” You do provide it through 
Dr. Scholl’s Foot Comfort Service, which has endured for one- 
third of a century because it is based on sound, scientific, ortho- 
pedic and medically accepted principles. In providing this Service 
and in the proper fitting of Dr. Scholl’s Arch Supports you are 
aided with a complete course of instruction and frequent contacts 
by Dr. Scholl’s field representatives. Rendering Dr. Scholl’s Foot 
Comfort Service is not a difficult task by any means—but it does 
assure greater customer satisfaction, builds a wider trading area 
and a greater repeat business for your store. 


SEND FOR NEW ILLUSTRATED CATALOG 


Prepare to meet the constantly increasing demand for Dr. Scholl’s 
Foot Comfort Appliances and Remedies which are illustrated and 
clearly described in our new Catalog. For one-third of a century 
this demand has been growing because of Dr. Scholl’s tremendous 
advertising campaigns, which have continued uninterruptedly 
during all these years. Write now for Catalog. 


THE SCHOLL MFG. CO., Inc. 
Makers of Dr. Scholl’s Foot Comfort Appliances and Remedies 
213 West Schiller Street, Chicago 
62 West 14th Street, New York 
Branches and Distributors throughout the World 





There is no substitute for DR. SCHOLL’S FOOT COMFORT SERVICE 
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OUTLOOK 


To Originate —or Copy —That’s the Question! 


“IF you can’t be original, be quick,” is the expression 
coined for the purpose of illustrating style piracy as 
it now exists in this fast, fleet and fancy period. 

There once was a time when the creator of a style 
in the high fashion field had at least one season’s 
happiness and opportunity for profit. But not so 
today. Even before the original gets into circulation 
in the retail stores of America, its imitation is speeding 
through the machines ready to follow on its trail. 

What happens to style today? If somebody creates 
a style and launches it through a high fashion store 
on upper Fifth Avenue at $28.75, it isn’t long before 
somebody on mid-Fifth Avenue has a, precise copy of 
that shoe in the window at $16.50. Then lower down 
the Avenue somebody shows it at $12.50. It swings 
around Thirty-Fourth Street and is shown at $8.75, 
$6.00 and $3.95 and finally at $3.00. All the shoes 
look alike because they have been copied precisely 
for pattern and color. Every time it appears in the 
lower price store, it destroys the business in the grade 
above and, as a result, within “two-months-and-seven- 
days” the style has no more public interest and ap- 
pears in the job lot warehouses downtown where the 
buyer for the bargain basement finds the “Colonel’s 
Lady. and Judy O’Grady” side by side, wholesale for 
78 cents. From the originator to the final imitator 
none has profited. 

May we suggest a remedy that will make profit for 
all and will make possible good will and good feeling 
right down the line? When a high fashion store (for 
example, the $28.75 shop) originates a new style, pay 
it the compliment of considering it a contribution to 
the art of industry. Let it be the originator’s pattern 
pride and profit joy. The maker and merchandiser of 
the $18.75 shoe then takes the general characteristics 
of that shoe, for if it is of a new type, it has certain 
fundamentals of fashion appeal. The second lot of 
shoes is changed somewhat from the original so that 
it cannot be said to be an exact copy, but rather a 
proper expression of styling a motif, with some degree 
of origination in its second rendition. Then, that 
buyer feels that this pattern is original with him—and 
he backs his favorite with a much higher size schedule 
than he would have done if he had been playing a 
copy of the other fellow’s shoes. Then the operator 
selling $16.50 does his little bit to change the pattern 
and make it his property, rather than an exact copy. 
And so it goes, all the way down the ladder of price— 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


with each man trying his best to capture the spirit of 
the original shoe and yet making the pattern distinctly 
his own. So, at the final stage, you have seven shops 
selling shoes that have a common style source and 
each related, not as identical twins, but rather as dis- 
tinctive personalities of the same family—each having 
an appeal all its own. Then each shoe stands on its 
own merits without trading on a higher up, and being 
in turn trod upon. 

Some such system of styling would make profit for 
each store plus safety and security for the stocks for a 
longer period of time than the present fast and facile 
imitation. 

Comes next the natural query—‘But can it be done?” 
Well, we have seen such a superb job of making pull- 
evers, each one copyrightable for its own merits and 
all based on an original theme. And if a pull-over 
organization can do it once, they can do it again and 
the cost was $25.00 or less and each shoe stood in its 
own right as a creation. Remember, there is an endless 
variety to the possibility of pattern even in so small 
a space as a shoe. 

We give this thought in preface to the Shoe Fashion 
Guild show to be held May 2, 3 and 4—as a proper 
way of handling the subject of style—for the old way 
was uneconomic to all and must pass because it wasn’t 
honorable. The new way, of each store standing on its 
own style feet, is possible if this formula is adopted. 
Style makes possible the sale of more pairs of shoes 
than what would ordinarily be bought for. utility alone. 
Style-imitation makes possible the sale of more shoes 
than by utility alone, but patterns and profits are 
always in jeopardy because of the fear of piracy right 
down the line. 

Now comes the third stage—when more style should 
make more sales because styles in each of the stores 
are presented and promoted with more enthusiasm 
because they contain the personality of many separate 
creations and they stand on their own feet as style 
creations right down the honorable ladder. 

It’s a very short step from the practice of purloining 
styles to telling the public: “Don’t buy from anybody 
else that’s higher priced when you can get the same 
thing from me for less.” That latter method of com- 
petition is the road to trade anarchy. 
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ALL YOU HAVE TO DO IS TO 


SUBMIT THE NAME SELECTED BY THE JUDGES, TO BE USED IN 
ADVERTISING OUR LINE OF HIGH-STYLE WOMEN’S FOOTWEAR 


The Wolff-Tober Shoe Manufacturing Company, manufacturers of high-style footwear, will 
award a single cash prize of $150.00 to the individual who proposes the best trade name 


for their line of footwear. 


PERIOD OF CONTEST: Contest opens April Ith, 1938, 
and closes April 30th, 1938. All answers must be post- 
marked prior to midnight, April 30th. 


THOSE ELIGIBLE: The contest is open to anyone who cares 
to enter it; the only exceptions being those who are con- 
nected with the Wolff-Tober Shoe Manufacturing Company 
or its associated companies, or anyone related to any in- 
dividual connected with Wolff-Tober Shoe Manufacturing 
Company or its associated companies. 


RULES OF CONTEST: |. All names must be submitted 
on the coupon below or facsimile thereof, fully filled out. 
2. Each contestant may enter as many names as he chooses, 
but each name must appear on a separate coupon or 
facsimile thereof completely filled out. 3. Every contestant 
must agree that the name he enters is to become the 
property of the Wolff-Tober Shoe Manufacturing Com- 
pany by signing the coupon below. 4. The decision of the 
judges is to be final. 


THINGS TO BEAR IN MIND: In working up your name for this contest, remember it must apply to women’s 
style footwear. It must be suitable for use in advertising such footwear. And it must be a name that can 


be registered in the U. S. Patent Office. 


Therefore it must not conflict with any name that is already in use. 


WOLFF-TOBER SHOE MANUFACTURING COMPANY 


2511 Sullivan Ave. — 


Saint Louis, Mo. 


USE THIS COUPON 


WOLFF-TOBER SHOE MFG. COMPANY 


SAINT LOUIS, MO. 


2511 SULLIVAN AVE. 


Gentlemen: 


I submit hereon the name which I propose that you use on your new line 
of women’s style footwear. I hereby agree to the rules and conditions of your $150.00 


Prize Name Contest as stated above. 


PRINT NAME PLAINLY 











Ne yy, 


Use this space for the name you propose. 
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IN STOCK be sort sweet 


FOR IMMEDIATE DELIVERY ailing this summer 
with these cool, ner- 
me 5 O porated sandalized 


>. IN NEUMANN'S WHITE PIG CALF 


(Perforated) both high and low 


No. 1718 — 620 Last 

20/8 Boulevard Heel. $3.90 

No. 1728 — 817 Last } / 
17/8 Boulevard Heel . $3.90 


SIZES AND WIDTHS == PROMPT _DELIVER- 
AMaAaytos =. IES ASSURE YOU 


AA4 to9 
A4 to9 ° 
B 214 to9 


# IN WHITE “IMPORTED” LINEN 
(It Can be Dyed) 
No. 1819—132] Sandal Last 
21/8 Boulevard Heel .$3.75 


No. 1829—1517 Sandal Last 
17/8 Boulevard Heel . $3.75 


Terms: 5% 30 Days 25c per pair additional on all 
orders for less than 4 pairs assorted. 


BRAUER BROS. 
SHOE COMPANY 


22 South Sarah St. St. Louis, Mo. 
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From Coast to Coast Come Glowing Dealer Reports on The- 
Tremendous Sales Increases Shown By Tango Pumps. 


( 


Never before has any one shoe so universally established 
itself with the women of America as has the Tango. 


WHITE KID TANGOS ARE NOW IN STOCK! 


Complete your Tango set-up for summer selling by adding 
this important member of the Tango family in White Kid. 


You can depend on Tango’s prompt in-stock service for 
quick turnover and increased profits . . . and while the 
tremendous sales‘on Patent Leather Tangos continue in 


ever growing volume, you will find our stock complete for 


all fill-in sizes needed. 


1316 White Kid 20/8 Continental Heel 
2316 Black Kid 20/8 Continental Heel 
3316 Blue Kid 20/8 Continental Heel 


2416 Black Suede 20/8 Continental Heel 
3416 Blue Suede 20/8 Continental Heel. 
4416 Brown Suede 20/8 Continental Heel 


2226 Black Patent 17/8 Continental Heel 
2216 Black Patent 20/8 Continental Heel 
4216 Brown Patent 20/8 Continental Heel 


AAAAA 6 to 10 AAA 41, to 10 
AAAA 5 to 10 AA4 to 10 
C 3 to 10 in 2216 and 2226 only 


BRAUER BROS. SHO} 


22 SOUTH SARAH ST... SAIN 
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Meehanies of the Foot 


MECHANICS is the science which deals with actions 
and forces which produce motion. Mechanics is a 
branch of physiology (body functions). 

Shoe mechanics cannot be clearly understood unless 
something is known about foot mechanics, because the 
foot is the source of the “action and force-producing 
motion.” And that motion is constantly at play within 
the shoe in -walking, running and all of the varied 
activities in which feet play a part. 

It is impossible to thoroughly analyze the problems 
of foot mechanics in such limited space. It is an intri- 
cate study, and volumes have been written about it. 
However, what we can and shall do is to provide an 
understanding of the more common factors and forces 
involved in foot mechanics. 

The action of the foot, normal or abnormal, is de- 
pendent upon many influences. In short, when a per- 
son has some sort of mechanical foot ailment (most 
foot ailments are of that type), we must look for its 
cause among many things. 





ALIGNMENT OF FOOT BONES 

In a previous chapter we considered the subject of 
joints. Normally the bone surfates fit into one another 
sc that the entire series and continuity of joints work 
in harmony to promote smooth action. This is normal 
bone alignment of the foot, and proper bone mechanics. 

However, when only one of these joints becomes 
mal-aligned the continuity of the foot joints is lost. 
The smooth harmony of the series of joint actions is 
disturbed. Bone mechanics of the foot is then abnormal. 
Most people have a defect, major or minor, of this sort. 
One section of the foot becomes over-worked because 
another section is not fulfilling its quota of work. Foot 
mechanics or foot function, in order to perform its 
work normally, must primarily have the foot bones in 
normal alignment. Bones are the framework of the 
foot, and when they are “out of line” they cannot pro- 
vide security, no more than a building whose steel 
framework is mechanically faulty can guarantee the 
security of the building—no matter how impressive or 
strong its outer appearance. 
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Every Kind of Foot Activity.* 


MUSCLES AND LIGAMENTS 


Ligaments are the tough fibers that keep the joints 
intact, allowing some amount of joint motion, but pre- 
venting over-motion. When these ligaments become 
over-stretched from strain they lose their original pur- 
pose of keeping the joints intact. Then excessive o: 
flaccid motion occurs in the foot. That foot is defective. 

Muscles provide our motions by pulling or forcing 
the bones into the desired direction. When these 
muscles are normal in tone, and provided the other 
structures of the foot are normal mechanically, the co- 
ordinated action is harmonious. Normal muscles can 
pull normal bones in a normal manner. 

Muscle disturbance or interference through various 
influences, however, can cause much mechanical trouble 
to the foot. Other muscles in the thigh or trunk have 
to come to the rescue of the foot and leg muscles nor- 
mally supposed to perform foot motion. Result: any 
number of bodily aches, pains, fatigue or more severe 
consequences occur. And the foot, helpless to function 


Seventh Article in Series 


HOW TO SELL SHOES AND SATISFY 
CUSTOMERS 








* For a more extended discussion of this important subject, readers are 
referred to “‘The Human Foot,”’ by Dudley J. Morton {Columbia Uni- 
versity Press, New York) and ‘‘Foot Orthopaedics,’ by Otto F. Schuster, 
— under the auspices of First Institute of Podiatry, New York, 


Since Shoes Must Be Fitted to Provide Comfort 
for Feet in Motion, Every Retail Shoe Salesman 
Should Have a Broad Understanding of the Mechan- 
ical Principles Involved in Walking, Running, and 


by WILLIAM A. ROSSI 
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under its own power, receives all sorts of abuses from 
which it is powerless to defend itself. 


ARCHES 


“Arch trouble” often has its origin at some other 
region of the foot, and with some other factor even 
remote from the arch itself. True, the arches from a 
mechanical viewpoint are important. But if arches were 
the direct key to all foot defects then the problem 
would be much more simple. 

Again, perhaps the most common misconception of 
the shoe man regarding foot arches is that of believing 
that the lower the arch the more abnormal the foot, and 
vice versa. A low-arched foot in some cases is far 
more normal than the high-arched foot. The author 
may even go so far as to say that the normally low- 
arched foot is mechanically a more efficient organ than 
the medium or high-arched foot. It is less susceptible 
to unsteadiness or imbalance because it has more sub- 
stance or base on the ground. It is also less susceptible 
to “falling” or strain. 


BODY WEIGHT 


It is well known that heavy people are susceptible to 
foot troubles. The reason is quite apparent. The ca- 
pacity of a structure has its limits. When over-bur- 
dened, that structure must pay a penalty of inefficient 
function and its subsequent suffering. 


CENTER OF GRAVITY 


Little attention is paid to this vital factor. Every- 
thing, animate or inanimate, has a center of gravity, 
which represents the center of the total weight of the 
body. In the human body the center is in the middle 
of the pelvis, just below the abdomen. Now when we 
stand or walk perfectly upright, this center is in its 
proper position and we perform those physical tasks 
(walking and standing) with the minimum amount of 
exertion. We can “last longer at them,” as it were. The 
[TURN TO PAGE 34, PLEASE] 
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FALL DESIGNS from the PARIS Bottiers 


y; / 
si iy 
ney 
Ty, WH Jil 
Dressmaker idea in stitched band , 
j Flat pump bow on vamp 


resembling box pleat. Designed bf 
by Perugia for Molyneux. oe  — at papncstiid heel 
oo / orecasts new style tren:l. 


Dramatically simple evening san- 
dal made for the Duchess of 
Windsor by Netch & Frater. 
Note frilled elastic adjustment. 


Interesting wing collar patter 
in combination of navy with 
white stitched in navy. 


White tongue fills in the low front 
like the vestee of a dress—another 
dressmaker treatment. All three on 
Scroll trimming at throat repeated at right side of page designed by 
back of heel in striking design from Hellstern for Madam Bruyere. 
Bentivegna. 
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. If a chain is no stronger 
than its weakest link, isn’t it important 
‘that a shoe be bottomed with dependable 
sole leather? 


A writer for a leading trade journal says:—“Every unit in the shoe and 
leather chain is entitled to a fair profit and can have it if insisted upon—and 
honest value given”. We agree. Then too he claims, “No shoe is better than its 
outsole”. Again we agree. That’s the point dramatized in our picture. 


KISTLER “BENCH BRAND’’ SOLE LEATHER 
A BALANCED TANNAGE 


fits right in with the writer’s claims. It adds honest value to men’s shoes. Price 
at retail will be in line with profits that will liberally reward you for confidence 
in it. Measuring up to a reputation of being “The Thousand Mile Sole Leather” 
—and it often goes much more—it makes any shoe more dependable. 
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Shoe Stores Join in Spring Opening 


SIXTY-ONE El Paso, Texas, retail firms, including 
Guarantee Shoe Co., Popular Dry Goods, Whitehouse, 
and Sears Roebuck Co., staged their annual Spring 
opening in a big, city-wide Spring Fiesta celebration, 
March 17, 18, 19, which attracted people from a wide 
area. 

Retail firms put on special sales for the event and 
one street was also roped off in the downtown area for 
an out-of-doors 1938 automobile show, which attracted 
many people. In addition, ten electric refrigerator 
dealers staged an electric refrigerator show at the 
El Paso Electric Co. which also drew many people 
from nearby towns, as well as El Paso itself. 

During March 17, both day and night, the WPA 
orchestra visited the various stores, playing Mexican, 
American and Spanish music, and white-hatted cow- 
boys also paraded the streets, playing guitars and sing- 
ing romantic cowboy songs. This program of festivi- 
ties naturally brought many people into the downtown 
area. 

In addition, each merchant participating in the Fiesta 
gave gifts for attendance and such gifts were displayed 
in various windows. Merchants in general reported a 
fine Spring business. 

El Paso was recently quoted in Forbes magazine as 
one of the bright business spots in the nation. This can 
be attributed to a thriving cattle raising, sheep raising, 
mining and agricultural area which is just in the process 
of greater development. El Paso has a 300-mile wide 
trading area, comprising many small towns in Arizona, 
New Mexico and West Texas, and many people came 
to El Paso for Spring Fiesta Day and to do their 


E1 Paso Spring Fiesta Attracts Cus- 
tomers from Wide Area During 
Three-Day Celebration, Planned to 
Promote the City as a Trading Center 
for Prosperous Surrounding Terri- 
tory—a Practical Sales Building Idea 


for Any Community 


Street scene in El Paso dur- 
ing Spring Fiesta. 


Spring buying. In addition, El Paso has recently be- 
gun to advertise this area as a Winter resort because 
of its continual sunshine, high altitude and clear 
weather, and this brings hundreds of tourists here every 
month, many of whom buy at local stores. 

Most merchants here are extending their merchan- 
dising events to cover the entire El Paso trading terri- 
tory, and as a result more and more people come here 
regularly to buy shoes and other merchandise. 


Spring Successes at Neiman-Marcus 


Datias, Texas—The four big Spring successes at 
Neiman-Marcus so far, have been colored alligator, 
patent leather, pumps and wedge heels. The biggest 
of these by far has been the colored alligator, an idea 
developed by Burt Eastman, buyer. 

The success of the colored alligator has been sensa- 
tional in the three colors sponsored, Scotch Tan, Corn- 
flower Blue and Rose. Customers are selecting the 
Scotch tan shoes to match burnt straw sailors, contrast 
pastels or prints. The rose shoes are favorites with 
navy. 

When the shoes were stocked, bags, belts, flowers and 
even headbands for hats were purchased at the same 
time by the accessory buyers so that customers could 
go right down the line in matching accessories with 
their footwear. The dress buyers also cooperated by 
having dresses made up with colored alligator trim in 
the form of buttons and belts. 
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BOOT AND 


Tell the Public About Children’s 


Foot Health 


[CONTINUED FROM PAGE 22] 


As they grow older, girls must under- 
stand that poise and posture, charm 
and beauty, actually begin with the 
feet properly shod. Don’t try to “scare” 
them by telling them the harm wrong 
shoes do. Emphasize the pleasant side 
—how much more vim, vigor and vital- 
ity they’ll enjoy—how much more at- 
tractive they will be—how they can 
keep their youthful faces if they keep 
their youthful feet. Boys’ shoes are 
likely to cause less trouble, but they 
should realize that “No athlete is better 
than his feet” and that it’s always good 
to wear shoes that keep a fellow fit for 
any kind of sport. After all, there’s 
variety in feet, and if a certain, swanky 
shoe happens to be built on the wrong 
last for some boy—he will respond to 
logical reasoning in favor of a shoe 
that fits. 

A fine program can be built around 
the Foot Health Week Slogan—‘“Feet 
in Action Need Shoes That Fit.” 

To emphasize the thousands of steps 
the average child takes daily, have 
some of them keep record cards of 
their activities, headed: 


HOW FAR I WALKED TODAY (Monday) 


Nc so kbs (vie bebacantiieees tenes 


Name 


Have the day of the week changed, 
and a series of seven cards run off. 


Distribute them in sets so that they 
may be used, returned, and a record 
compiled for use during Foot Health 
Week. 

A fine window display feature can be 
built up around these card records. Be 
sure to obtain a “release” (right to 
use it) before using the name or pic- 
tures of anyone who may keep a record 
for you. Combine the Foot Health 
Week posters, the record cards, the 
slogan and the questions, “How far do 
you walk daily?” and “How many hours 
daily are you on your feet?” 

In the same window (for children) 
dramatize shoes that are long enough— 
what happens when they become too 
short. Also the cause and result of 
pronation. 

Another angle of appeal to children 
is to feature— 

“WANTED—Junior Foot Health Volun- 


teers. 

*‘Would you like to be a Junior Foot Health 
Volunteer and have a booklet telling how 
you can help to keep your feet healthy, 
walk correctly and have correct body bal- 
ance? 

“Of course, you boys are smart enough 
tu Know that ‘an athlete is no better than 
his feet.’ And you girls know that correct 
posture and a graceful carriage impart the 
charm and personal attractiveness that 
helps to make a girl popular. 

‘‘And, suppose what you know about care 
of the feet enables you to tell other kids 
how to do so also, you would like that—and 
so would they. You may be able to help 
grown-ups too, who don’t know as much 
about taking care of the feet as you do after 
you get your free booklet. Who will be the 
first to volunteer?’ 


Copy suggestions for a folder that 
may be used as the “Junior Foot Health 
Volunteer” appear in the companion 
article “Interest Builders for Foot 
Health Week:” 





Mechanics of the Foot 


[CONTINUED FROM PAGE 29] 


body weight falls onto the proper sec- 
tions of the foot and is correctly dis- 
tributed throughout. However, once 
this center of gravity is thrown “off 
center” for any length of time or ha- 
bitually, then foot trouble begins. Body 
weight is improperly distributed 
throughout the foot, and foot strain 
commences. 


HEIGHT 

Tall persons are more liable to foot 
. strain than short or medium-height per- 
sons, because the center of gravity is 
more inclined to “dislocate” in the tall 
person, A two-story building is more 
secure and reliable than a thirty-two 
story building—simple because the base 


and summit are closer to each other 
than in the tall building. Hence, the 
further away from the base or ground 
the center is, the more liable to “top- 
pling” will that center be. Try it with 
children’s building blocks and you will 
get the idea. Above all, the foot takes 
the most strain and abuse because it 
is the base and must constantly strive 
to balance the whole superstructure. 


POSTURE AND BALANCE 

Again it is a question of keeping 
that center of gravity in the center. 
Poor posture causes an unbalanced 
body. Weight stresses fall onto parts 
of the foot unable to take that addi- 
tional weight strain. Try walking 
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with the body tilted slightly forward. 
You will feel the weight on the fore- 
part of the foot. There will also be a 
strain and pulling on the calf of the 
leg. It is because the center of gravity 
is “off keel.” The foot and calf cannot 
long endure such strain without com- 
plaint. 


GAIT 

Gait is a process of keeping the body 
in correct, upright posture while the 
body is in motion. The same mechani- 
cal ill-effects occur in gait as in stand- 
ing when the body is in poor posture 
or improperly balanced. And the foot 
strain occurs because body weight is 
incorrectly distributed throughout the 
foot. 


GROUND SURFACES 

The foot is a flexible and yielding 
structure. When it is subjected to un- 
yielding surfaces (pavements, etc.) its 
normal mechanics is interfered with. 
When the foot strikes the pavement, 
one must yield. Surely it will not be 
the pavement. 


SHOES 

Eighty per cent of people have some 
form or degree of foot defect. Shoes 
cause 90 per cent of these defects. 
Draw your own conclusions. 

There is no one factor that can dis- 
turb correct foot mechanics more than 
shoes. They are the chief cause of 
throwing the foot “out of line” and 
inflicting all sorts of subsequent ail- 
ments to the foot. On the other hand, 
properly fitted and adapted shoes can 
do more to help the ailing foot than 
any one factor. That does not mean 
that the shoe man can herein nominate 
himself as a foot specialist and treat 
ail foot sufferers with his magic instru- 
ment—shoes. It merely signifies that 
shoes and shoe fitters must be recog- 
nized as important cogs in the promo- 
tion of foot health. 


*- * * 


This has been an endeavor to em- 
phasize the more influential factors in- 
volved in foot mechanics. Any one of 
these topics has unlimited expansion 
possibilities. The progressive and con- 
scientious shoe man would do well to 
make further inquiry and study about 
them. They are quite as important to 
consider in his business as_ obtaining 
the proper length and width of the 
foot. Shoe fitting is a science; no true 
scientist regards himself as adequately 
qualified unless he is acquainted with 
all the factors, direct or indirect, in- 
volved in his work. 





Add Shoe Salon 


LINCOLN, NEBR.—A new main floor 
shoe salon has been opened by Gold’s 
department store. It is known as the 
Louise Shop and is directly across the 
aisle from the main shoe store. 

The shop is done in the modern man- 
ner with gray panelling and red stripes. 
The furniture is of red leather and 
chrome. 
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Feature Foot Health 
Accessories 


[CONTINUED FROM PAGE 21] 


long as style dominates the shoe buy- 
ing public. 2 

The shoe man’s major problem is the 
condition of the feet he fits. He buys 
good, reputable shoes made over lasts 
that conform to the standard specifica- 
tions of normal feet. While feet change 
radically his shoes remain the same. 
He cannot alter them greatly to make 
provisions for a protruding bunion, nor 
can he raise or lower the shank to meet 
varying longitudinal arch trouble, nor 
provide for metatarsal correction. 

That no two pairs of feet are exactly 
alike is a well established fact. If it 
were possible to make shoes to meet 
each individual’s requirements, the 
maker would have hundreds of different 
kinds of lasts. From a commercial 
standpoint this procedure is out of the 
question. With shoes alone at his dis- 
posal the shoe man is compelled to fit 
the shoe that comes the closest to his 
customer’s foot condition. 

Those who have made an intensive 
study of the feet know full well that 
many foot troubles have their origin 
in the arches. Such familiar symptoms 
as corns, callouses, weak ankles, fa- 
tigue, rheumatic-like aches and pains 
in the feet and legs, burning sensa- 
tions, excessive perspiration. -may date 
back to the time the arches began to 
weaken and sag. 

The relief and correction of such 
cases are often a matter of mechanics. 
If the arches are low give them the 
proper support. Take the strain off 
the muscles and ligaments and the 
other conditions tend to eliminate them- 
selves. 

The arch support should be well de- 
signed, rightly constructed and properly 
fitted to the foot. An arch support so 
constructed can be adapted to fit and 
relieve a great number of various arch 
conditions. By restoring to the foot 
structure proper body balance and re- 
distributing the body’s weight to the 
three natural bearing points, a world 
of relief is provided. When this has 
been accomplished it is quite a simple 
matter to fit the customer comfortably 
with the shoes her good taste dictates. 


Forms Employee Association 


PATERSON, N. J.—Samuel M. Levine, 
owner of Uncle Sam’s Shoe Store, 78 
Main Street, has formed a business and 
social association for employees, to be 
known as the Uncle Sam’s Employees 
Association. Its object is to create a 
better understanding between employer 
and employee, together with social 
benefits. 

The following officers were selected: 
Harry Hertzberg, president; George 
Katz, vice-president; Phil Hertzberg, 
treasurer, and Herman L. Weiner, 
secretary. 

















It's q messy .. 
costly job... 


... to cut, fit and cement felt cookies and met pads—a thank- 
less job most times, too, because customers soon expect this 
costly attention. 


You can convert this loss into a handsome profit by slipping 
Trimfoot into a customer's shoe. There's no muss or fuss 
because Trimfoot is always ready to use...always provides 
instant relief at the exact spot needed ...and is always ready 
to save a sale. 


Make a test. Send for a free pair of Trimfoot today. Your 
name and shoe size on a penny postcard is all we need. 


je 60 rimfoot 3100 


DOZEN R 
PAIRS PAIR 


WIZARD COMPANY 


ST. LOUIS, MO. e e WALSALL, ENG. 
Canadian Distributors: Canadian Specialties Lid., Hamilton, Ont. 
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Tells How Missouri Mill Town 


Buys Its Shoes 






and the balance in clerical and other 
occupations. About half of Moberly 
families owned their own homes; the 
remainder paid $14 a month for rent. 
Nine out of ten live in one-family 
houses. The community is 80 years old, 
the largest city in Randolph County and 
ninth in population in the state. 

The two banks (Moberly had five sev- 
eral years ago) have assets of $4,592,- 
184 and deposits of $4,147,182. “Rail- 
road men do not save money,” said one 
of the bankers, “and Moberly always 
has been a railroad town. They spend 
their money as they earn it.” 

Moberly business men are coopera- 
tive; most of them belong to the Com- 
mercial Club. They do not use the local 
newspapers as much as they might in 
promoting their businesses, however. 
Instead they depend more on personal 
contact, store fronts, store traffic, 
house-to-house canvassing, direct mail. 
One cause for this is that many local 
people read the papers from Kansas 
City, St. Louis, Chicago, and Des 
Moines. Transportation again. 

Moberly is health shoe conscious. 
Hardly one of the more than a dozen 
retail shoe outlets in the city does not 
carry, and, in most cases, push, a form 
of corrective or arch support shoe. One 
reason for this is that railroad men 
like comfortable shoes: this has stimu- 
lated stores to sell and other customers 
to buy them. Besides, retail shoe stores 
have found health shoe customers are 
the most regular repeaters they have. 

Representative of the shoe retailers 
of Moberly is Joe Mullen, 215 West 
Reed, who, on Jan. 11, had been suc- 
cessfully selling shoes to Moberly citi- 
zens for 43 years. For 42 years Mr. 
Mullen has been in the same location, 
the same size store, though he has in- 
stalled three entirely new fronts. The 
last one, in 1933, is modernistic with 
furniture and finish to match. In the 
early days, Mr. Mullen recalls, he 
bought twice a year—April and Octo- 
ber. Today, he literally buys twice a 
week. He recalls also that the almost 
knee-high felt boots were the best thing 
the farmer ever found to wear, but 
their popularity faded because he 
couldn’t take them off on Sunday with- 
out catching cold. Today oxfords are 
worn on the farm even to work. 

Though the population of Moberly 
probably hasn’t doubled in that period, 
there are 17 places to buy shoes in 
Moberly today .where there were three 
43 years ago. Which, Mr. Mullen, 
thinks, is probably typical of most other 
cities. 

All types of men and women buy 
shoes of Mullen—railroad, business, and 
professional men. His is a family store. 
Ninety per cent of his trade is with 


[CONTINUED FROM PAGE 17] 


" persons he has sold before, and his 


total sales run about 70 per cent dress, 
25 per cent health, and 5 per cent work. 
Thirty per cent of his volume comes 
from outside Moberly, a trading area 
with a 40-mile radius, and 70 per cent 
from Moberly itself. 

There are few shoe wardrobes in 
Moberly. Of the average family, the 
woman buys three pairs of shoes a year, 
usually for the seasons. She pays be- 
tween $4 and $5 for them. To this add 
a pair of bedroom slippers (D’Orsay) 
at $1 to $1.95. Working girls from the 





P 




















factories, shops, etc., buy a new pair of 
shoes about every 60 days, but they are 
novelties, and average slightly less than 
$3 a pair. Men like black oxfords, sell- 
ing for $4 or $5. 

“They buy a pair and wear ’em out,” 
said Mullen. 

The store’s substantial volume of 
work shoe sales averages $4 (Wolve- 
rine). The average workman has a pair 
of work and a pair of dress shoes. The 
latter are black oxfords for which he 
pays $3.50, or a little less than he does 
for his work shoes. 

The store stresses health shoe busi- 
ness, and customers occasionally come 
from great distances to be fitted. Mr. 
Mullen and all his clerks have diplomas 
from the National School of Ortho- 
praxy, and Mr. Mullen is prouder of 
the help the store has been able to give 
persons through corrective shoe fitting 
than he is of the retail success of his 
store. 

Most popular corrective shoe among 
women is the Selby Arch Preserver, 
averaging $9.50. Foot Joys for men 
sell around $10. 

A big conductor walked into the store 
not long ago and asked for shoes. Mul- 
len himself waited on him. “You ought 
to have health shoes,” Mullen said. 
“Now, listen,” roared the conductor, “I 
just walked out of one store because 
they tried to tell me what I needed. 
I came in to buy a pair of shoes!” Mul- 
len knew he had been in the hospital, 
was just out and ready to go back to 
work. “All right, you can walk out of 
here, too, but I’m not going to sell you 
anything but a pair of these shoes. You 
need them.” There was a long pause. 





“Well, how much are they?” “Thirteen- 
fifty,” Mullen replied. “I didn’t come in 
here to get robbed,” yelled the customer. 

Mullen went on setting down shoes. 
Out. of the corner of his eye he noted 
the conductor trying on a pair, and 
could see his expression change to one 
of pleasure at the “feel.” Finally, “I’m 
going to buy these shoes,” he said, 
“but if they don’t do what you say they 
will, I’ll come in and whip you.” Three 
days later he stuck his head in the door. 
“Got another pair of those shoes?” 
“No, but I can order you a pair.” 
“Wish you would, right away—the fac- 
tory might burn down.” 

Mr. Mullen has attended every con- 
vention of the National Shoe Retailers 
Association for 30 years. At one time 
he was president of the Missouri Shoe 
Retailers Association, before that or- 
ganization disappeared in direct mem- 
bership with the national. At one con- 
vention in Detroit a reporter asked him 
for a story. “What do you know about 
shoes?” asked the reporter. “Yours are 
too short,” Mullen replied. The report- 
er didn’t believe him, but Mullen had 
him remove a shoe and showed him 
where the toenail had cut through the 
lining. The reporter was so amazed he 
wrote quite a story which was reprinted 
in the Moberly Monitor-Index. A farm- 
er read it and started buying health 
shoes. 

A child with infantile paralysis once 
came in the store walking on crutches, 
and Mullen put on him a pair of Field 
& Flint special shoes. He told him to 
walk. He could—without his crutches. 

Since he has been in business Mr. 
Mullen has used an unusual insignia, a 
reproduction of a green mullen stock, 
a tobacco-like plant that grows wild all 
over Missouri. In maturity a pod of 
seeds bursts out the top of the stock. 
Instead of the mullen seed, the top of 
Mullen’s insignia breaks forth in tiny 
shoes. It is carried on letter heads, 
cards, and all of his shoe boxes. 

Mullen advertises in the newspapers 
today as when he started, though the 
newspapers have changed along with 
the retail shoe business, both in form 
and price. He could buy space for 20 
cents an inch then, now it costs him 50. 
January and July he runs special sales. 
Window displays are changed three or 
four times a year, reset several times 
a month. 

E. E. Waller found a ready market 
for high priced shoes when he opened 
Waller’s Boot Shop, Inc., at 216 West 
Reed in September, 1937, because 
Moberly did not have a shop devoting 
the greater part of its effort to the pro- 
motion of more expensive shoes. During 
the first four months his average sale, 

[TURN TO PAGE 40, PLEASE} 
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Oakland Has Model Junior 
Footwear Store 
By E. R. Cline 


OaKLAND, CALir.—Immediate customer acceptance 
of the Atwood Junior Footwear Shop at 1530 San 
Pablo Ave. is proved by the volume of business sus- 
tained since opening day. 

The shop is exclusively for children. A new idea in 
shoe merchandising is presented in the set-up of the 
store. With a limited front footage, there is room for 
a nice display—and the entrance—but doubled space 
effect has been brought about in the effective sign on 
the front of the store. This and the lobby window 
arrangement give the store at once “big time” effect. 

The front room of the store carries no merchandise— 
it is a reception room provided with convenient seating 
and fitting arrangements. While highly acceptable and 
convenient for parents, the room carries special appeal 
for children. 

Arthur Mattal, former shoe specializing salesman and 
lecturer and demonstrator of juvenile footwear, and 
authority on foot health and comfort problems, is 
owner of the shop. In his plan of promotion, he out- 


lines numerous things that will be employed. Name. 


and address of parents and children, including facts 
in connection with the feet of the child are registered. 
Included in this information, in addition to the sizes 
and peculiarities, if any, of the feet of the child, is 
also the date of the birthday anniversary. Frequent 
mailings with information of interest to parents, and 
pieces especially appealing to the children, including 
the annual birthday card, are sent, keeping the cus- 
tomer in contact with the stor2 and its activities. 

“Children will be registered and given a scientific 
fitting when they are first brought here,” said Mr. 
Mattal, “and a careful record of their feet kept while 
they are growing up. Any tendency toward foot trouble 
will be guarded against while the child’s feet are in 
the formative stage, and foot health that will last 
through life is thereby assured.” 

Adequate stock is carried in the stock room in the 
rear of the store. 

This is Oakland’s only exclusive junior footwear shop. 


1939 Texas Convention Plans 


San ANTONIO, TeEx.—In one of the most enthusiastic 
meetings ever held by the San Antonio Shoe Club, work- 
ing committees were appointed, definite plans discussed 
and the detailed ground work was laid for the 1939 
convention of the Texas-Oklahoma Shoe Retailers Asso- 
ciation which will be held in this city. Practically 
every shoe store and shoe department was represented 
at this meeting. Several unique plans were discussed 
which will undoubtedly set a record for dealer attend- 
ance. 








&-* Crosby Square 
[== Advertising in Esquire 
‘== sells your shoes — 


‘Seem, builds your prestige 


NO 


help you Cash in } 
on the latest trend in youthful fashions 


*The famous “Esky” sells shoes for you — when you stock 
Crosby Square Tom-Tom Pacs, advertised in Esquire and Ken. 


Three days after the April issue of Esquire appeared on the 
newsstands, hundreds of men swamped us with letters, 
wanting to know where they can buy the Tom-Tom. 

This Authentic Fashion puts you on top of the wave, to 
capitalize on the season’s most important fashion trend. 
Crepe soles — ghillie ties or eyelets — all accepted colors. 


It has eye appeal — a comfortable last — a name that 
appeals to your customer’s pride. 


Size up on Tom-Tom Pacs today and join the 
happy family of Crosby Square dealers. 


The House of Crosby Square 
A Division of Mid-States Shoe Co. 
2460 N. 6th Street, Milwaukee, Wis. 


@ Before making any 
commitments for Fall, 
be sure to see the 
broad Crosby Square 
line. It’s ready now. 
Watch for it. 
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(BAC Equipment 


ROUNDED 
OUTSOLE 


WITH INSOLE 
INCISION 


PLANET SOLE ROUNDING MACHINE — MODEL E 


The Planet Sole Rounding 
Machine — Model E and 
G/C Splitting Machine— 
Model E are available to 
all Sbicca-DelMac licensees 


REMOVED 


@ SPLITTING MACHINE — MODEL E& 
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for PRECISION 
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and E F F | C | E N C y FOR LOCKSTITCH 








SOLE 
ATTACHING 








Sbicce-DelMac process of stock fit- 
ting’ requires particular accuracy and 
uniformity in the preparation of out- rea 
sole and innersole. Because both | 
pieces are derived from one sole, 
precision in sole rounding and sole 
FOR CEMENT splitting are very important. 


tn The soles of Sbicca-DelMac shoes may 


be attached by any of four standard 
processes: Cement — Lockstitch — 


McKay Sewn — Goodyear Welt. 


Complete U/C Equipment for stock- 
fitting and attaching the soles of eviews 
Sbicca-DelMac shoes affords manu- mover c 
facturers the advantages of maximum 
operating economy at lowest avail- 
able machine costs. 


CEMENT SOLE ATTACHING 
MACHINE — MODEL B 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 































Outstanding : 
cork sole sandals 
for 1938 
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SWAN Airy-Tred cork sole sandals 
can be a profitable part of your 
spring and summer business. Supe- 
rior workmanship and fitting qual- 
ities, combined with a grand array 
of patterns and materials, assures 
consumer acceptance. May we 
send you our 1938 nautical san- 


dal catalog? 































SWAN SHOE COMPANY 


IN 
BALTIMORE, MARYLAND 
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How a Missouri Mill Town 
Buys Its Shoes 


storewide—and that included sport, ten- 
nis and other inexpensive types—was 
$5.10. 

Mr. Waller went into shoe retailing 
with the depression, and learned it the 
hard way. He was working for a shoe 
store at Marshall, Mo., in 19383 when it 
went out of business. He took the $500 
he had saved, persuaded a banker to 
become his partner, and purchased the 
shop of the man for whom he had been 
working, together with a store in Boon- 
ville, Mo. He since has bought out his 
original partner, and now has, instead, 
his managers as partners. He still is 
operating both those stores successfully 
in addition to the Moberly unit to 
which he is giving his personal atten- 
tion. 

Waller sells a complete line of 
women’s, children’s and men’s dress and 
sport shoes. Work shoes do not sell 
in an outlet featuring high priced mer- 
chandise, Waller found after several 
weeks, and he discontinued his small 
work stock. 

His customers are made up of profes- 
sional and business men, of farmers and 
small town merchants. The latter two 
groups buy good shoes, and one farmer 
regularly wears Florsheims to . work. 
Volume is divided about equally be- 
tween Moberly and out-of-town. 

Men like black oxfords at $5.75, 
though the store sells a number of 
higher priced items up to its $10 top. 
It is possible to average around $6 only 
because the top is $10, Waller points 
out. For Fall and Winter women bought 
90 per cent suedes, with some gabar- 
dines, at $7.75. Top is $9.50. For 
Spring they are buying fewer suedes, 
more colored calf and gabardine. Black, 
blue and “strawberry tan” are about 
even for Spring, with gray next. The 
store also sells an appreciable number 
of highly styled and sandalized shoes. 
This Spring and Summer white will be 
40 per cent less popular than in 1937, 
Waller thinks. 

Waller stresses corrective shoes less 
than he does proper fitting, though the 
Foot Builder Arch at $5.75 is popular. 
His X-ray machine is the first in Mober- 
Iy and one of the very, very few in the 
state outside Kansas City and St. 
Louis. Moberly people are very much 
interested in it. They especially like to 
use it to fit their children. Over 90 
per cent of men wear improperly fitted 
shoes, Waller has found. But even so, 
they use the X-ray machine much less 
than women. With their greater sales 
resistance, men think it is just another 
sales hook to catch them by. The ma- 
chine is used principally for proper 
fitting. 

Mr. Waller has found direct mail a 
successful method of promotion. He 


[CONTINUED FROM PAGE 36] 





keeps a record of the size, color, heel, 
last, width, and price on every sale 
made. Also, on the record under “re- 
marks,” he or his clerks check such 
things as “needs arch type,” “likes high 
style,” and so on. He uses this informa- 
tion several times during the year to 
promote, via mimeographed postals, 
“private sales” of new season merchan- 
dise (see enclosed). The appeal to the 
customer is thus personalized.. This 
inexpensive advertising method has 
been very effective, especially in at- 
tracting out-of-town trade. 

Clerks are trained to avoid “selling” 
as such. Mr. Waller likes the oblique 
method, and wants his clerks to be, not 
indifferent, but casual, friendly. “Treat 
the customer so they like the place,” 
he tells his help. “Fit them efficiently, 
properly and pleasantly. Better not 
show them over three pairs of shoes if 
you can help it. Remember that the sale 
is half made by the time you get the 
customer’s shoe off.” 

From Goeke’s, 310 West Reed, both 
young and old men buy black smooth 
leather at $4; women pay $3.75, 60 per 
cent ‘of them for black suede, the others 
for black gabardines and kids in that 
order. Sixty-five per cent of the store’s 
business is on women’s shoes, and the 
bulk of this on novelty items. The 
store spends most of its promotion on 
this type of woman’s shoe. Bulk of the 
store’s business is from Moberly itself. 
Young girls buy two pairs of novelty 
shoes a season, but wear the same shoe 
all the time: for work, dress, etc. The 
more conservative woman wears one 
pair of substantial shoes a season. 

These are the observations of H. A. 
Goeke, -who has had the store 11 years. 
He grew up in the shoe business. G. J. 
Goeke & Sons. have been operating re- 
tail shoe stores in Central Missouri for 
50 years. G. J. Goeke now is at Kirks- 
ville, Mo.; E. J. Goeke, another son, is 
at Brookfield, Mo. 

Twenty per cent of the volume at 
Moberly is on health shoes, Mr. Goeke 
said: Perfect Ease at $5.50; Perfect 
Health at $5; Keystone at $4, and 
Walkathon at $2.50 and $3. Goeke likes 
this type of business because health 
shoe customers are steady, come back 
again and again. 

Goeke’s sell a lot of bedroom slippers, 
most of them at $1, though they are 
carried up to $2. And the store sells 
them the year around. With the excep- 
tion of Christmas, July and August are 
the best months for slipper sales. This 
Summer the store sold a pair to a 
woman from South America, They «re 
promoted in odd spaces in store win- 
dows, which cannot be used for regu!ar 

[TURN TO PAGE 45, PLEASE] 
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Walk-Over to Hold Party 


MANCHEsTER, N. H.—In recognition 
of a mutually pleasant business rela- 
tionship over a period of half a cen- 
tury, the Geo. E. Keith Co. of Brock- 
, ton, Mass., manufacturers of Walk- 
Over shoes, will tender a party to the 
members of the George W. Dodge Shoe 
Co. of this city, on May 10 at the Ho- 
tel Carpenter. 

Many prominent Manchester busi- 
ness men will be present at the affair, 
which also will be the occasion of 
‘ the presentation to the Dodge Com- 
pany of a “50 years dealer’s” medal by 
Harold C. Keith, president of the 
Keith Company. 

George W. Dodge and Maurice Aus- 
tin, who head the Dodge firm, have 
been actively engaged in its operation 
during the entire 50 years. 


Shoe Fair in Charlotte 


CHARLOTTE, N. C.—Charlotte is plan- 
ning a Shoe Fair, to be held at the 
Hotel Charlotte in that city on July 
10, 11, 12. 

Charlotte is one of the centers of the 
South’s prosperity and the sponsors of 
this Fair feel that it is a “natural” 
center for a manufacturers’ exhibit 
and a retailers’ conference, to be held 
at that time of the year. 

Robert Levine is president of the 
Charlotte Shoe Fair and at the present 


Washington’s Birthday 


in Bermuda 
MITH S taeesn sports pret 
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This simple but very attractive dis- 
plav of men’s shoes was used by H. A 
& E. Smith, Ltd., Hamilton, Bermuda, 
on last Washington’s Birthday. The 
shoes were made in Northampton, Eng- 
land, which is the ancestral home of 
George Washington. 

he management are now located in 
their new shoe department on Queen 
Street, with at least 65 per cent more 
display space. The new department 
has a buff wall lining which hides the 
shelf spaces and also provides ‘display 
niches with indirect lighting. The floor 
is covered with a carpet of a crushed 
strawberry shade and the chairs, of 
white maple, are upholstered in light 
blue leather. 





time is busily engaged in interesting 
manufacturers and retail merchants in 


the Fair, and arranging for exhibits. 
A mardi-gras entertainment pro- 
gram is being prepared and according 
to C. O. Kuester, manager of the 
Charlotte Chamber of Commerce, and 
Mr. Levine a gala affair is assured. 


Now They Have Been Sold 
[CONTINUED FROM PAGE 15] 


A store in the popular price range 
has been very successful with it and has 
sold it in calf and suede for street wear. 

As to platform soles, there has been 
a little scattered selling. Several stores 
are now laying in a limited supply. 
Radicals and conservatives alike, how- 
ever, agree that time alone will tell 
what is to be the importance of this 
new development in soles. 

Trimming treatments in the best sell- 
ing shoes have included use of con- 
trasting leathers and colors, pin hole 
perforations, lacings, stitchings, scal- 
lops and asymmetric details. Draping 
has sold here and there. We shall hear 
more of it for later Spring selling and 
on into the Fall. 

Just a year ago we reviewed the cur- 
rent best sellers in New York stores. 
Comparison between last year and this 
shows a growing taste for “pretty 
shoes”—shoes with graceful feminine 
lines, and daintiness and restraint of 
detailing. 
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Y THE WINNER! String along with the favor- 

ite among white shoe cleaners—SHINOLA 

WHITE, the white cleaner that’s guaranteed not to 

rub off! The only cleaner that backs up this guar- 
antee with a double-money-back offer. 

Your customers know Shinola White Cleaner. 
Powerful national advertising has built up a con- 
sumer acceptance for this modern, new-type cleaner 
that means quick sales and more profits for you. 
Cash in on this demand! Stock and feature Shinola 
White this year for the best white cleaner season ever! 


TESTS PROVE DISPLAYS SELL... 
n store: Place a few bottles of 
t front on the counter, where 
hem. Then watch sales climb! Hun- 


dreds of stores have found that this simple plan siw=y® AGU 7 711 Xs LYS aT], 4 


Make this test in your ow 
Shinola White Cleaner ou 
customers can see t 


increases Shinola sale 


FOR EVERY TYPE OF SHOE 


16, 


1938 
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THIS WEEK IN THE SHOE TRADE 


SATURDAY, APRIL 16, 1938 


NATIONAL NEWS 





Boston Merchants Form New Shoe Club 





Reorganization of Massachusetts and New England Shoe 
Retailers Associations Ultimate Objectives of 
Ambitious Group in Hub 


Boston, Mass.—A score or more of 
local shoe merchants, some of whom 
have been in the habit of getting to- 
gether at irregular intervals to hold 
informal meetings for the last year, 


PHILLIP B. BAYES 
President-elect of Boston Shoe Club 


held a meeting recently and organized 
under the name of the Boston Shoe 
Club the first active retail association 
which this city has had for many 
years. Headed by a small group of 
aggressive shoe store and shoe depart- 
Ment executives, this new club will 
hold regular meetings and discuss any 
and all subjects which may be brought 
up by the members. 

If present plans mature and the lo- 
€al club meets with the success which 
it seems destined to achieve, the next 
Move will be to throw open the mem- 
bership to merchants in other parts of 
the state; and, eventually, to reorgan- 

[TURN TO PAGE 47, PLEASE] 





DATES TO REMEMBER 


Monthly Shoe Buyers Days, Chicago 
Shoe Travelers Association, Hotel 
Morrison, Chicago, Ill. 

April 25, 26, 1938 

Fall Showing Shoe Fashion Guild of 
America, Hotel Biltmore, New York 

May 2, 3, 4, 1938 

Boot and Shoe Travelers Association 
of New York, Beefsteak Dinner, 
_ Roosevelt, New York City, 

MME i oid:6- «0s, dlgacb.dlaie de May 3, 1938 

Buffalo Shoe Travelers Association, 
Shoe Show, Hotel Statler, Buffalo, 

i 8. eae: aiegee s May 8, 9, 1938 

Illinois Shoe Travelers .and Retailers, 
Annual Convention, Pere Marquette 
Hotel, Peoria, Ill....May 15, 16, 17, 1938 


Southwestern Shoe Travelers Associa- 
tion, Style Show and Market Season, 
Adolphus Hotel, Dallas, Texas 

May 29, 30, 31, June 1, 1938 

Pacific Northwest Shoe Retailers Asso- 
ciation Convention, Multnomah 
Hotel, Portland, Ore. 

May 30, 31, June 1, 1938 

Midwest Shoe Fair, Netherland Plaza 
Hotel, Cincinnati, Ohio 

June 5, 6, 7, 

Boston Shoe Show, New England Shoe 
and Leather Association, Hotel Stat- 
ler, Boston, Mass June 6, 7, 8, 1938 

Annual Convention, California Shoe 
Retailers Association, Hotel Oak- 
land, Oakland, Calif... June 6, 7, 8, 1938 

Iowa Shoe Fair, Iowa National Shoe 
Travelers Association, Hotel Fort 
Des Moines, Des Moines, Iowa 

June 12, 13, 14, 15, 1938 

Wisconsin Shoe Retailers Association 
25th Annual Convention, ——— 
ton Hotel, Milwaukee, 

June 12, 13, 14, 1938 

Michigan Summer Shoe Fair, Pantlind 
Hotel, Grand Rapids, Mich. 

June 19, 20, 21, 1938 

Annual Convention, National Leather 
and Shoe Finders Association, Con- 
gress Hotel, Chicago, Ill. 

June 20, 21, 22, 23, 1938 


1938 





More Style in Children’s Shoes 


MIAMI, F.La.—There is more high 
styling in children’s shoes this year 
than ever before and even the tiny 
miss can now wear shoes with as much 
detail as those worn by mother or big 
sister. 

Burdine’s are showing some very 
smart models. One by Edwards for the 
very small girl in sizes up to twelve, 
would indicate a return to the old 
fashioned sandal. This model is of 
white or black patent with cleverly 
perforated vamp. It has an open toe. 

A closed toe sandal with T-strap in 
red, blue or white calfskin or black 
patent also has considerable detail in 
cut outs and stitching, making it defi- 
nitely more attractive than the old 
type. 

Oxfords continue to be the practical 
shoe for general wear. White buckskin 
is a well liked model, particularly 
when shown with plain vamp minus 
cap or any decorative motif. 

Quite in contrast is an unlined per- 
forated oxford made with a sturdy 
shark tip that is quite new. 


Nebraska Retailers to 
Hold Show 


LINCOLN, NEB.—The Nebraska Shoe 
Retailers’ Association will hold a shoe 
convention at Lincoln, in the Corn- 
husker hotel, June 4, 5 and 6. Final 
plans for the affair have not as yet 
been completed, but the management 
promises a varied and interesting pro- 
gram that will be of much interest to 
manufacturers and retailers alike. 

Any manufacturer wishing to make 
reservations for this show or desirous 
of obtaining further information can 
obtain the same by contacting Mr. 
Schemel at the Cornhusker hotel or 
C. C. Hainline at Miller & Paine, Inc., 
Lincoln, Neb. 


Falk Shoe Co. Discontinued 


DetTRoITt, Mico.—The L. M. Falk 
Shoe Company, operated by Mrs. 
Francis K. Falk since the death of her 
husband, has been_ discontinued. 
Mrs. Falk, who was in charge of the 
office end of the business during her 
husband’s lifetime, has retired from 
business. 
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com FASHION’S 
BAROMETER 


Our Brockton designers Present 
two new lasts » ++ Op favorites 


for Fall 1938. 


Give these advance showings 
Prompt consideration and defi. 
nite places in your new line of 


Fall shoes. 
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No end to SHU-SHINE sales 
and profits. Smart cartons 
make sales. Fine quality keeps 
customers satisfied. SHU- 
SHINE never harms leather 
or fabric . . . perfect for 
fine shoes. In tube, bottle, 
jar or Dandee Duster. Order 
from your regular jobber. 


OSMIC CHEMICAL COMPANY 
Brockton, MassacHUSsETTs 


Toilet Mada for the Shoe Teade/ 
| 


SHU-SHINE THE PERFECT 
WHITE SHOE CLEANER 


16, 1938 





THE RED BALL 


IBAA BRINGS BUSINESS 
MARK 


BALL- BAND 


The many dealers who sell the complete Ball-Band 
line tell us that it pays them to do it. They say 
that high quality — a great name — and vigorous 
advertising make Ball-Band and the famous Red 
Ball trade-mark a consistent business builder for 
them. Let us show you why this is so. Write 
for the facts or ask to have our salesman call. 


There are definite profit advantages in placing 
waterproof footwear orders prior to June 30 


Mishawaka Rubber & Woolen Mfg. Co. 
280 Water Street, Mishawaka, Indiana 





How a Missouri Mill Town 
Buys Shoes 
[CONTINUED FROM PAGE 40] 


shoe displays. They brighten ‘up the 
windows, and the attention of the pass- 
ersby is attracted by the spot of red or 
green or whatnot. As Mr. Goeke points 
out, six months after Christmas, gift 
slippers are worn out. Also, people are 
taking vacations and want a new pair. 
Or, they are padding around the house 
in the hot weather, trying to keep cool. 
A lot of women wear discarded dress 
shoes around the home until it gets hot; 
then they want something comfortable. 
Goeke’s sells around two dozen pairs a 
week during the hot months of July and 
August. 

Hose is a very popular sideline at the 
Goeke store. Every time a woman en- 
ters the store, whether she buys shoes 
or not, or whether she even looks at 
shoes, “we pull out a pair of hose and 
tell her that here is something she will 
want to see.” A lot of those who do not 
buy at the time do sg later as a result 
of this effort. Three 79 cent sales are 
made to each $1 sale of the line (Strut- 
Wear). 

Duval & Reid, 318 West Reed, men’s 
Store, does a good business in shoes 
and has featured them as one of sev»ral 
important men’s. wear items in its ten 
years in business. William Reid is 
Manager of the store and one of its 
owners. A $5 black shoe is the most 


popular, though brown comes close, sell- 
ing about 45 per cent. School students, 
business and professional men and 
farmers constitute the clientele. 

The shoe department at the Little 
Dick Clothing Company, 306 West 
Reed, is only three years old, but in the 
small balcony created to accommodate 
it the department has experienced an 
excellent growth. Shoe volume increased 
every month in 1937, according to Omar 
Martin, manager of the department. 
The store handles exclusively the Free- 
man line for men, and the most popular 
is the $5 black, though 40 per cent are 
brown. The store is‘ active and gets a 
good store traffic. 

The Midway department store, 309 
West Reed, sells women’s shoes almost 
altogether, the price ranging from 
$3.95 to $6.50 and the best seller being 
$4.95. The store handles a few men’s 
work shoes. 

The Shoe Mart, 316 West Reed, found 
a fairly good market for its inexpensive 
lines when it moved into Moberly 18 
months ago. Black shoes from $3.45 to 
$4.95 are the best sellers to men, par- 
ticularly to younger men. 
black suedes selling from $2.60. They 
buy higher priced items, especially in 
the arch support type, where kid is the 
most popular. The greatest volume of 
arch support shoes is, of course, sold 
to women who are middle aged or 
older. 

R. H. Roberts’ principal concern is 


Women like. 


shoe repairing, but he also sells a sub- 


stantial number of work shoes—Red 
Wing, Peters and Portage—at an aver- 
age price of $4. Railroad men, farm- 
ers, and miners—his customers are 
divided about equally among Moberly’s 
workers. The store sells a number of 
boots, to telephone linemen, for in- 
stance, at $4; and even hip boots for 
fishermen at around $6. 

Dr. H. B. Hunter operates a foot 
health clinic at Coleannon and Holman 
Streets, and has a stock of corrective 
shoes. He does a nice business on 
Cantilever, Ground Gripper and Physi- 
cal Cultures. Ground Grippers at $10 
for men is the most popular. Women 
buy mostly at $8.50. 


Interesting Window Display 


NEw YorK—Powell & Campbell, 
manufacturing shoe wholesalers at 122- 
124 Duane Street, here, had a very in- 
teresting window display recently, that 
attracted considerable attention from 
the passerby. 

The display was based on shark skin 
and was made up of a motion picture, 
showing the capture of sharks by Cap- 
tain William E. Young, world-renowned 
sharkologist. Captain Young was in 
attendance at the store and explained 
the various phases of his interesting 
work. Still photographs complemented 
the motion picture showing, as well as 
shark skins, teeth and jaws of several 
varieties of sharks. 
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Carton Labels 


LABELS 


TOLMAN: DAVIDSON 
—ADVERTISING PRESS, |: 
(13 Lincoln Street, Boston. Mack 
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Men's Shoes 
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No. 2900 — Men’s 
Sport Moccasin, 

Raw -cord sole 
and heel. 


Send for 
1938 
catalog 


ARNOFF SHOE CO. 
101 Duane St. New York City 





“HIGHEST GRADE ONLY" 
EAST WEYMOUTH, MASS., U. S. A. 
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7RAIN LEATHER 
NNERSOLE 


. 
PECIAL WATER 


RE TING TANNAGE 


GREAT EASTERN SHOE CO. 


186 LINCOLN STREET 
BOSTON 

















Chard Made Assistant Manager 


HOLLYwoop, CaLir.—Harry Wolfson, 
manager of the new Mandel Hollywood 
Shop, has appointed J. A. Chard as 
his assistant. Previous to coming to 
Mandel’s, Mr. Chard was in the exclu- 
sive Buliock-Wilshire “French Room” 
shoe salon for a number of years. 





Farrar Heads St. Louis 
Shoe Mfrs. 


St. Louis, Mo.—A. E. Farrar, assis- 
tant general manager of the Friedman- 
Shelby Shoe Company, branch of In- 
ternational Shoe Company, has been 
elected president of the Saint Louis 
Shoe Manufacturers Association. Mr. 
Farrar succeeds William S. Milius, 





























A. E. FARRAR 


president of the Milius Shoe Company, 
who has been made chairman of the 
Board of Directors.. He has been asso- 
ciated with the Saint Louis shoe in- 
dustry for the past 25 years and his 
active interest in association work 
covers a span of some 20 years. In 
years past, when the Saint Louis shoe 
market has held fashion shows and 
shoe conventions, Mr. Farrar’s name 
has usually headed some important 
committee. 

Other officers of the association 
elected were J. W. Howe, Johnson- 
Stephens-Shinkle Shoe Company, first 
vice-president; C. L. Hein, Vitality 
Shoe Company, second vice-president; 
A. G. White, Brown Shoe Company, 
treasurer, and A. M. Burton, secretary. 

Mr. White’s reelection marks the be- 
ginning of his seventeenth successive 
year of service, while that of Mr. Bur- 
ton marks his ninth successive year. 

Other directors that will serve with 
Mr. Milius are E. J. Hopkins, general 
manager of Peters, branch of the In- 
ternational Shoe Company; W. E. 
Tarlton, vice-president of Brown Shoe 
Company; Frank S. Rice, Rice-O’Neill 
Shoe Company, and Theodore Samuels, 
Samuels Shoe Company. 

Under the two-year stewardship of 
Mr. Milius, the Saint Louis Shoe Manu- 
facturers Association grew to be an 
even more vital force in promoting 
the general welfare and stability of the 
Saint Louis market. Upon handing 
over the gavel to Mr. Farrar, the asso- 
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STOCK Ne. 461 


THERE’S NO BETTER 
SOLUTION 


to the ever-present problem of 
“recharging your children's Shoe 
Department to replace the older 
children who graduate into adult 
shoes, than to sell the Flexible 
Hard Soles (2-8) produced by the 
leading baby shoe manufacturer. 
Mothers are pre-sold on this fa- 
miliar brand—and are easily at- 
tracted into the shoe store that 
sells them. 


MRS. DAY'S 
IDEAL BABY SHOE 
COMPANY 


DANVERS, MASS. 
Manufacturers of eo? Tar gellmeal 
Sole—Iintermediate 


FLEXIBLE HARD SOLES 












































ciation’s membership is the largest in 
its history. 

The publicity and advertising com- 
mittee is composed of W. S. Milius, 
chairman; A. L. Johnson, A. G. White 
and A. M. Burton. The general com- 
mittee consists of Harry G. Johansen, 
chairman; William H. Ogden, W. L. 
Collins, D. B. Goldman and Morris 


Kalmon. 
7 














SADDLE OXFORDS 


IN-STOCK 











KAmPUS KIX *22> 


8080 White Buck, Brown Trim, Br. Suede Sole. 


8086 Wh. Elk. Tan Trim, Wh. Eye., Red Gristle. 
8085 White Buck, Black Trim, Bik. Avon Sole. 
8070 White Buck, White Welt, Wh. Avon Sole. 
mi . Brown Trim, Br. Avon Sole. 
8790 Brown Etk, Bown Trim, Br. Avon Sole. 
Above Shoes Calf Lined—Avon Soles Used 
Exclusively 
Widths AAA-C Sizes 3-9 
SPECIAL CREPE SOLE $2.10 
8081 White Buck, Tan Trim, Wh. Eye., 
Crepe. 





Wine 





N. Y. office, 402-404 Marbridge Bidg. 


A. SANDLER CO. 
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They're ON— 
They're OF F 


The answer to a 
Rider’s prayer. Boots 
that go on and off 
easily yet fit per- 
fectly. 


Another 


COLT SUCCESS 


IN STOCK 


A new style that will set the pace and keep 
the lead for years to come. This feature is 
in-luded the Famous Colt popularly priced 
line of Riding Boots for both Men and Women. 
Write today for catalog B-11 showing these 


and Many Other Types 
of Fine Quality Boots 
OLT 


ROMWELL CO., Inc. 
STOUGHTON, MASS. 


EST. 1899 

















Boston Merchants Form 
Shoe Club 


[CONTINUED FROM PAGE 43] 


ize as an all-New England association. 

Primary aims of the new club, as 
described in its constitution, are: 

“To promote neighborliness, sociabil- 
ity and understanding among the shoe 
retailers of Boston. 

“To improve ourselves as individuals 
and as shoemen by discussion and ex- 
change of ideas. 

“To advance our profession of shoe 
retailing.” 

Officers elected at the organization 
meeting include: 

President—Philip B. Bayes of the 
Solby-Bayes Shoe Co.; Vice-President— 
Ray Newton of the C. F. Hovey Co.; 
Secretary-Treasurer—Roger Curtis of 
the Curtis Shoe Stores; Executive Com- 
mittee—Thomas Connors of the Ster- 
ling Shoe Co., and William Greene and 
Vincent Bernagozzi of the Jordan 
Marsh Company. 

In attendance at the organization 
meeting as charter members and in ad- 
dition to the officers were: 

William Walsh of the Walsh Arch 
Shoe Store; Clarence Jacobson of the 
Jordan Marsh Co.; Val Richter of 
Chandler & Co.; Philip McNeil of the 
Arch Preserver Shoe Shop; Ben Ham- 
burg of C. l'. Hovey Co.; Irving Saxe 
and Lewis L. Davidoff of C. Crawford 
Hollidge; Herbert Shuman of the Gil- 
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christ Co.; Harry Bayes of the Solby- 
Bayes Co.; Wayne Curtis of the Curtis 
Shoe Stores; S. W. Ellen of E. W. Burt 
& Co.; “Al” Smith of the Nisley SHoe 
Company; and H. H. Casanave of the 
Florsheim Shoe Co. 


Calif. Shoe Co. Adds 
Salesmen 


Los ANGELES, CALIF.—Two new 
salesmen have been added to the staff 
of the California Shoe Co. according 
to a statement issued by general man- 
ager George M. Shankland. Dave Col- 
ton is covering New York and vicinity 
with headquarters in the Marbridge 
building. E. W. Schnetke is traveling 
out of Chicago in a territory compris- 
ing Pittsburgh, west; the Middle West 
and into Texas. These men, as well as 
all the salesmen of the company, are 
carrying the newly-patented, hand- 
woven specialty called “Gitana.” 

The large local plant is running to 
capacity with enough orders booked to 
assure full time through the Summer, 
Mr. Shanklin says. Indications are that 
there will be no let up even for stock 
taking periods. 





New Health Sock 


This square-toed child’s sock, photo- 
graphed on an actual shoe last, is said 
to be the first of its kind on the market 
and the answer to a long-felt need. 
Every year the manufacturers of chil- 
dren’s shoes turn out shoes that are 
scientifically made to conform to the 
growing child’s foot and to protect its 
natural development. Now a sock has 
been designed according to the same 
scientific standards of foot health. 

Recent surveys by foot specialists 
have resulted in the conclusion that 
foot ills of children may be caused by 
ili-fitting hose, as well as_ ill-fitting 
shoes. As a result of these surveys 
J. W. Landenberger and Company, 
manufacturers of children’s hose and 
women’s sport ankleis, conceived and 
developed the idea of a health sock for 
infants and small children. Actual shoe 
lasts for every shoe size were obtained 
and the various sizes of the sock were 
made to conform exactly with the last 
of the scientific shoe. 

Another health feature of the sock is 
the material used in the toe, a soft, 
natural, combed cotton, absorbent and 
comfortable. 
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There’s 
Prosperity 
In The South 


and 


Charlotte, N. C. 
is the Center 
® 


Manufacturers 
Jobbers and Retailers 


Come to the 


CHARLOTTE 
SHOE FAIR 


“the Shoe Show of the South” 


July 10, 11, 12 
Hotel Charlotte 


Come to the Friendly City and 
enjoy real Southern Hospitality. 


Witness Fall Showings of Amer- 


ica’s leading lines of shoes, with 
styles designed especially for 
Southern Trade. 

A Mardi 


programme will be offered. 


Gras entertainment 


Nominal participating fee. 


For Exhibition Space and Room 
Accommodations address 


Charlotte Hotel 


CHARLOTTE, N. C. 


P. S. This Announcement is sponsored 
by the Traveling Shoe Men of the 
Carolinas and Virginias. 
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Ballet Slippers 
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BALLET SLIPPERS 


Right and Left Lasts 
Black Kid 














| 
Top Grade | 

wen. Miss Child. 
$. a .30 $1.25 | | 
Wom. Miss Ch itd. 
as 20 $1.15 $I. 10 
BROOKS SHOE MF | 
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. CO. 
Swanson and Ritner, Philadelphia 
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Nurses’ Shoes 
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Flexible, Shape Retaining 
NURSES’ OXFORDS 
Made on the 
New OSCO 
SUPER PLIABLE | 


Process 


IN-STOCK 








QwENS SHOE Co. 


No. 2005 
White Kid 
AD etd” 28 Goodhue St., Salem, Mass. 


Successful Men’s Shoe 


Promotion 


Los ANGELES, CALIF.—The most suc- 
cessful shoe promotion Desmond’s ever 
experienced is the current one in which 
a locally-made, hand-woven shoe for 
men is featured at a $6.85 price. 





Several variations of this new shoe were 
shown in this novel and attractive win- 


dow display. 


According to shoe buyer Frank 
Crapo, “This is the ‘hottest’ coolest 
shoe we have ever had. It is mostly 
business and professional men that are 
buying this shoe for the real comfort 
it affords. Ordinarily, a shoe of this 
kind appeals to the kids. The young 
fellows are taking to it all right, but 
the way the older men are buying it 
makes it almost impossible to keep 
sizes on the shelves of our several 


stores. 
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Camp Mocassins 
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CAMP MOCCASINS 
HAND-SEWED 
COMPLETE LINE-ALL STYLES 

IN STOCK 


From $1.28/2 Up 
Send for 


toider ~=——«sH. CONJOR SHOE CO., ING. 
197 Flatbush Ave., Brooklyn, N. Y. 











No. 111 











Reports Sales Gain 


St. Louis, Mo.—Meyer Weil, presi- 
dent of the M..K. Weil Shoe Company, 
reports a 15 per cent gain in sales for 
the first quarter of the current year 
over that of 1937. Mr. Weil states that 
besides a normal growth in their busi- 
ness, they attribute this gain largely 
to a growing appreciation of better 
grade shoes with their better fitting 
qualities. Mr. Weil predicts an in- 
creased demand for medium and lower 
heel types of shoes as Summer ap- 
proaches. 


Vree Deamoad 1 tor erred: lag comedhing seclly arw to 
"Chenclas” 
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seer 
You'll feel festa #r-- Coat, casnst, Gesitte, emere-teshing, chey've eypicel Sumshore 
in the new 
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The ad which announced this new shoe 
brought many customers to the store, 
most of which, surprisingly enough, 
were professional and business men. 


“Heretofore we have depended on 
Mexico and Central Europe for our 
woven shoes. Now we have far better 
ones made right in América. Again 
Desmond’s is first with the latest. This 
is the largest volume producer. we 
have experienced.” 

Copy of the newspaper advertising 
which backed up the window displays 
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WEEJUNS 
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sell 
% sun 


the whole year round! 


Weejuns are popular in many pire. 
all seasons. On the beach. 
locker. On camping trips. By winter 


firesides. North, South, East and 
West, men and women alike are find- 
ing more and more uses for them. 


Weejuns are more than slippers, 
more than moccasins. y make an 
ideal present. Get them in your store 
before the Christmas rush. 


And find out more about the popu- 





lar Bass line. Boots, shoes, mocca- 
sins, ski-boots—outdoor footwear for 
every purpose. Write for price list 
and illustrated booklet. 


G.H. BASS & CO. 
307 Main Street Wilton, Maine 








said in part: “You'll feel fiesta in the 
new Desmond Hand-woven ‘Chanclas.’ 
Viva Desmond’s for introducing some- 
thing really new in sport shoes! Trans- 
lated literally ‘Chanclas’ means com- 
fortable slippers . . . and you'll find 
they are all this and more too! Cool, 
casual, flexible, smart-looking, they’re 
typical Southern California Sport 
Shoes you comfort-minded caballeros 
will slip into for every leisure occa- 
sion now and on through Summer!” 





Issues New Findings Catalog 


Los ANGELES, CALIF.—The Pacific 
Coast Leather Company, here, whole- 
salers of shoe store sundries and cor- 
rective foot specialties, have recently 
issued their new 1938 catalog. The 
company states that this is the only 
complete shoe findings catalog made 
up and issued in the West. 

This company in its present status is 
only a few years old, but in that time 
it has built up a large business on the 
Coast in supplying shoe retailers with 
the various items necessary in shoe 
store operation. 





Specializes in Opera Pumps 

New Yorx—Jack Weiss, former!y 
of the State Shoe Company, 116 We:t 
Broadway, is now operating the Jack 
Weiss Shoe Company at 200 Church 
Street, specializing in Opera Pumps 
exclusively. 
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TOM MIAMI 


Ser Smart as a whip — gay — 
sprightly .. . and withal comfort- 
able. 
. . « That matchless comfort Ce- 


lastic always imparts. 145) @lUP- Vane an :1@) Guse) 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 





WHERE 
 T0 
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St. Louis Shoes 
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) CANCELLATIONS | 
JOBS AND SAMPLES 


AT A PRICE 


We are the largest distribu- 
current 


tors of top-grade 


shoes from leading St. Louis 


factories exclusively. 


$6 to $10 shoes to retail 
profitably from $2 to $4 


M. K. WEIL SHOE CO. 
1326 Washington Ave., St. Louis, Mo. 
The only house of its kind in St. Louis 
WHILE IN TOWN SEE WEIL - - - 
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Calf Leathers 
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TROL INBIL 
lel leathers 


ALBERT TROSTEL & SONS CO 
MILWAUKEE 
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Los Angeles Shoe Club 


Formed 


Los ANGELES, CALIF.—The Shoe Club 
of California was officially opened 
April 1 with a three-day open house 
celebration, in the permanent club 
rooms which are on the second floor 
of the Broadway Arcade Building. 


D. €. OPPENHEIM 
Manager Los Angeles Shoe Club 


Invitations to the first opening were 
limited to the wholesale trade, traveling 
men, representatives of allied lines and 
the advertising people from newspapers 
and agencies. 

All shoe retailers in the southern 
California section were invited to a 
“Retailers’ Special” the following week. 
After these events, it is permanent 
open house to all in the shoe and allied 
industries, whether members of the 
club or not. 

According to club manager, D. G. 
Oppenheim, enough people have al- 
ready signed up so that the continued 
success of the club is assured. A num- 
ber of Eastern manufacturers have 
signified their intention of availing 
themselves of the opportunity of keep- 
ing samples on display in the club 
rooms. 

Audrey W. McCown has been se- 
lected as a permanently paid secretary 
of the club and will be in attendance 
at all times to furnish such informa- 
tion and services as members may re- 
quire. 


New Company to Serve 


Shoe Trade 


Boston, Mass.—The firm of Stilson 
and Company has been incorporated 
under the laws of Massachusetts for 
the purpose of carrying on a general 
business in the manufacture, export, 
import and sale of specialty fabrics 
and equipment for the shoe manufac- 


16, 1938 


~ ELAM'S 
PRE-WELTS 


IN 
STOCK 
Sizes Z to 8 


sche re 
LAM'S Pre-Welts give the 
sparkle of delight to every 
chi'd's eyes. The scientific lasting 
promotes healthy, natural foot 


development. 


F.S. ELAM SHOE CO. 

















turing, novelty and electrical industries 
and will operate its business from 
Boston. The directors of the corpora- 
tion are Richard J. Stilson, Rose M. 
Stilson and Philip A. Feiner; and its 
officers, Richard J. Stilson, president 
and treasurer; Philip A. Feiner, vice- 
president; and William B. Sleigh, Jr., 
clerk. 

Mr. Stilson has been associated with 
Respro, Inc., of Cranston, R. I., since 
its organization in 1921 as accountant, 
salesman, supervisor of service and as 
sales manager since September, 1928. 
In connection with sales work for 
Respro, Inc., Mr, Stilson has traveled 
widely both in America and Europe. 

Mr. Feiner is a prominent public 
accountant and tax consultant in Provi- 
dence and has founded several success- 
ful corporations with whom he is still 
connected in an advisory capacity. He 
is also president and treasurer of the 
North and Pfeiffer Manufacturing 
Company of Hartford, Conn. 


Archie Kaplan on Vacation 


Boston, Mass.—Archie Kaplan of 
the Colonial Tanning Company left 
recently for a two to three weeks’ va- 
cation which he needed badly, and 
which was well-deserved. He is accom- 
panied by Mrs. Kaplan and they are 
going to spend their vacation in Can- 
ada, as Mrs. Kaplan is a native Cana- 
dian, and both of them have a number 
of friends and relatives in that country. 
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Call Them What 
You May 


KOOLKICKS 
SANDMOCS 
VENTMOCS 
MOC-HU-RACH-AS 
They'll Call for Them! 


IN STOCK for Men and Women 
A Beach Sandal if there ever was one! And 
not only for the veach but also general outdoor 
and indoor wear. The comfort secret is that 
they are of genuine moccasin construction. 
Dozens of merchandising angles for plenty of 
smart publicity for smart merchants. Write 
today for Catalog M-11 showing these 


and Many Other Genuine 
Moccasin Innovations 
OLT 


ROMWELL CO., Inc. 
STOUGHTON, MASS. 


EST. 1899 





























Shoe Company to Move 
NEWBURYPORT, Mass. — The Ruth 
Shoe Company of Salisbury, employing 
480 persons, will move to this city 
after Easter, Benjamin Feigenbaum, 
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a member of the firm, announces. The 
firm will occupy either the factory of 
the Newburyport Building Association 
on Merrimac Street or the William G. 
Dodge factory, Kent Street. 

Negotiations for the moving of the 
firm, which needs larger quarters, 
were carried on by Mayor James F. 
Carens and William IIsley of the Build- 
ing Association. The firm has manu- 
factured women’s shoes in Salisbury 
for many years, 


Pasadena Slipper Changes 


Name 


PASADENA, CALIF. — The Pasadena 
Slipper Co., Inc., has changed its firm 
name to Joyce, Inc. However, this is 
the only change in the organization as 
the personnel, assets and business pol- 
icies remain the same. 

It was felt by the company that a 
change of name was desirable in view 
of their plans to gradually assume a 
national identity and to employ na- 
tional advertising, as conditions war- 
rant, toward the establishment of a 
named product. 


Sells Interest in Shoe Firm 


Decatur, ILL.— Announcement has 
been made that Arch T. Hardin has 
sold his half interest in the Hardin- 
McCoun shoe and millinery stores in 
Decatur and Lincoln, Nebr., to his 
former partner, W. Mac McCoun. 

The store in Decatur was opened in 
1936. Mr. McCoun will continue in 
business at the same location and will 
also keep the same firm name for the 
present. 
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“4nd how did you get down there, Mr. Thompson?” 
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Dancing Shoes and Taps 
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PROFESSIONAL TAP DANCE SHOE 
IN-STOCK 


White Side 
ind 


a 
Patent Chrome 


B/-12 BandC $1.40 
3 -3 ABandC $1.40 


8 ABandC $1.50 
DAVID T. NATHAN 
138 Lincoln St., Boston, Mass. 
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Boot Trees 
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NATIONAL BOOT TREES 
RETAIL AT $4.95 


Built on a new principle. Hold 
boots wrinkle-free while allow- 
ing air to circulate freely inside, 
Lengthen life of leather. Pre- 
vent stitches rotting. Made of 
National Hard Vulcanized Fibre, 
Won’t crack, split or splinter. 
Won’t dent or corrode. Easy to 


put in. GUARANTEED FIVE 
YBHARS. Set weighs18oz. Steady 
demand through national adver- 
tising. Free merchan- 

dising helps. Write for 
descriptive folder. Na- 

tional Vulcanized Fibre 

Co., Box 311T, Wil- 
mington, Del. 
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Turn Shoes 


CR Re ee el 


KUSH-IN-EZE 
HAND TURNED FOOTWEAR 
IN STOCK 


Ne. 257 
Black Kid Gored 
Step-in: 18/8 
Heel: B to E, 
4to9 $2.15 


@ L. B. EVANS’ SON CO. @ 
WAKEFIELD, MASS. 
RE 
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Scout Shoes 
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IMPROVED 


“SPORTSTER’™ 


SCOUT SHOES 
IN-STOCK 
$9.90 


22 to 12 
AAAA-D 






Largest Low 
Heel Size Range 
in the World 








105—Bro. Elk, Lea. Soles 
160—Bro. Elk, Gristle Soles 
it ¢ Elk, Gristle Soles 
180—White Elk, Nap Soles 
Send for ‘‘Sportster’’ Scout Shoe Catalog 
N. Y. offiee, 402-404 Marbridge Bidg. 


A. SANDLER CO. 














Harry Fontius’ Daughter 
to Wed 


DENVER, CoLo.—Harry E. Fontius, 
president of the National Shoe Re- 
tailers Association, and Mrs. Fontius 
announced the engagement of their 
daughter, Miss Jean Fontius, to John 
Cartwright at a family dinner at their 
home Thursday evening, April 7. 

Miss Jean formerly attended Brad- 
ford College in Haverhill, Mass., and 
she is now a senior at Colorado College. 
She was prominent in campus affairs 
and is affiliated with the Delta Gamma 
Sorority. 

Mr. Cartwright is a graduate of the 
University of Colorado, where he be- 
longed to the Chi Psi Fraternity. He 
is associated with his father in the 
realty business ‘in this city. 





Open New Family Shop 


GARDNER, Mass.—Student Bros. op- 
ened a new retail shoe store at 32 
Parker St., recently, with a complete 
stock of shoes for men, women and 
children. Armand H. Parent is man- 
ager. 
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Wedge Heel Shoes 
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$140 Paris Tan Calf—8141 Blue Calf—8144 Beige 
Vobuck with Paris Tan Trim—8150 White Nu- 
buck—8145 White Nubuck with Paris Tan Calf 
Trim—8142 White Nubuck with Blue Calf Trim 
For additional In-Stock Styles send for 
“‘WEDGIE”’ Folder 
N. Y. office, 402-404 Marbridge Bldg. 


A. SANDLER CO- 























Sees Inventory Excesses Eliminated 





Merrill A. Watson, Executive Vice-President of Tanners 
Council, Gives Central Pennsylvania Shoe and 
Leather Men His Views on Prices 


HARRISBURG, Pa.—Merrill A. Wat- 
son, executive vice-president of the 
Tanners’ Council of America, was one 
of the principal speakers at a meeting 
of the Central Pennsylvania Shoe and 
Leather Association at Harrisburg, 
April 6. 

“Everyone in the shoe and leather 
business appears ruled today by one 
dominating question: ‘What are prices 
going to do?’” said Mr. Watson, in the 
course of his address. “I suppose this 
is natural because the answer to this 
question will provide the answer to an- 
other important question in your minds. 
‘When are we going to get some busi- 
ness?’ 

“While the length to which concern 
over price trends is often carried may 
seem preposterous to all of us at times, 
there is no question but that it has an 
especially important basis today. Prices 
are the ultimate measure of all the fac- 
tors that affect our business from 
events in Washington to the number 
of cattle slaughtered in South Amer- 
ica, from war drums in Europe to the 
sale of shoes in this country. In years 
gone by, we could look for relatively 
few and certain factors as fairly re- 
liable guides in understanding price 
trends and shaping price policies. To- 
day the factors that govern business 
destinies in general and hide and 
leather trends in particular are far 
from being few. 

“If any one cause were to be singled 


out for the current depression it might 
be the general and hectic over-buying 
and over-selling late in 1936 and early 
in 1987. Stocks were accumulated and 
orders placed far ahead so that in 
some respects a condition developed re- 
sembling 1919-1920. Many concerns 
which after being caught with exces- 
sive inventories in 1920 swore they 
would never again be the victims of 
similar inventory losses, fell victim to 
the same delusions in the Spring of 
1987. We can be grateful for the fact 
that inventory accumulation in 1937 
was much less important than in 1919- 
20, and that a correction of not too 
great proportions might have been ex- 
pected as a natural reaction to a case 
of business indigestion. 

“And we must not forget that the 
rapidity with which production has 
been curtailed in the past few months 
is healthy in the long run. It is now 
generally agreed that the unwilling- 
ness to curtail and make rapid adjust- 
ments prolonged the 1929 depression. 
In the last few months the indices of 
production have declined as much as 
they declined in two or more years 
following 1929. 

“Just a year ago the shoe and leather 
industries were in throes of the last 
buying wave and the expectation of 
still higher prices made the accumula- 
tion of goods seem desirable. In the 
past six to eight months, we have been 
in almost exactly the opposite situa- 





tion. Retailers and wholesalers have 
bought little or nothing, while concen- 
trating all efforts on reducing their 
own inventories of shoes. Regardless 
of supply conditions, prices were bound 
to reflect this temporary stoppage of 
demand. 

“Can such liquidation of inventories 
continue much longer? We have no 
means of knowing the precise extent to 
which shoe inventories became excessive 
last year. The retail shoe business 
showed striking gains and it did not 
appear on the surface as if the gap be- 
tween production and sales could be 
very great. Nevertheless, we found 
substantial inventories had accumu- 
lated, and a period of digestion was 
necessary. The record of the past eight 
months seems to indicate that much of 
the excess has been removed. In the 
last four months of 1937, shoe produc- 
tion averaged 27 per cent less than in 
the previous year. Retail sales of foot- 
wear on the other hand held fairly 
close to preceding year’s volume. Dur- 
ing the first quarter of this year, retail 
sales have shown a greater decline. But 
the decline was considerably less than 
the 30 per cent decline in production 
during the same period. Although this 
drop in shoe output was very large, the 
activity in shoe factories has proved 
better than the trade generally antici- 
pated. We expect now that production 
in the first quarter may not fall far 
below ninety million pairs, or more 
than were made in the first quarter of 
1929, and a rate of output which if 
equaled in the remaining nine months, 
will bring us close to the total produc- 
tion in 1929. This is significant because 
the volume of first quarter producticn 
was apparently required by the current 
rate of consumption in spite of hand-t»- 
mouth buying and reluctance to make 
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commitments. According to recent fig- 
ures of the Federal Reserve, for exam- 
ple, department stores in various sec- 
tions now report substantial declines in 
their inventories. From the sales and 
inventory figures one might conclude 
that a great part of any necessary re- 
adjustment in shoes has been accom- 
plished. 

“After showing that there was not, in 
1987, any burdensome accumulation of 
hides and that total visible supplies of 
cattle hide leather today, in spite of 
the fact that demand has been re- 
stricted for six months, are well below 
a year ago,” Mr. Watson concluded. 

“Taking our industries as a whole, 
it seems a fairly safe conclusion that 
they harbor no serious maladjustments. 
In spite of hand-to-mouth buying, in- 
ventories are declining, stocks of hides 
and leather are not burdensome and 
prices of our raw material are at low 
levels compared with the records of the 
last forty years. Apparently, the shoe 
and leather trades have dieted strenu- 
ously enough to get rid of any excesses 
which may have accumulated a year 
ago. 

“It may be wise policy to wait until 
the fog lifts before appraising and act- 
ing upon the facts of our own business. 
Nevertheless, it also seems the part of 
shrewd buying and merchandising to 
take cognizance today of two thoughts 
which sum up the experience of many 
previous business reactions. First, the 
price toboggan of the past year has 
brought hides and leather to a relative- 
ly low basis. Second, rewards for ag- 
gressive business policies and business 
foresight may be greater than the risks 
involved by such policies at the present 
price level.” 

L. V. Hershey, of Hagerstown Shoe 
and Leather Company, is president of 
the Central Pennsylvania Shoe and 
Leather Association and presided at the 
meeting. 


Beachcraft Holds Annual 
Dinner 


NEw YorK—The annual  dinner- 
dance of the officials and employees of 
the Beachcraft Sandal Company, Inc., 
was held Friday evening, April 8. The 
affair was very successful and was at- 
tended by over 100 persons. 

J. C. Marks, president of the com- 
pany, gave a brief talk in which he 
outlined the history of the company 
and thanked all those whose coopera- 
tion has made it the fast-growing con- 
cern it is today. 

The company, recently incorporated, 
is now known as Beachcraft Sandal 
Co., Ine. 


Retires from Business 


MILWAUKEE, WIs. — Herman W. 
Blaesing, shoe dealer at 2241 S. Kin- 
Nickinnic Ave., is retiring from busi- 
ness after 31 years in retail shoe mer- 
chandising on Milwaukee’s south side. 
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Shoes Have Scuffless Heels 


E. |. DU PONT DE NEMOURS & CO., INC., PLASTICS DEPARTMENT, ARLINGTON, NEW JERSEY 





Burt J. Gosper 


Evmira, N. Y.—Burt J. Gosper, 
senior member of the retail shoe firm 
Gosper-Kelly, Inc., 160 Main Street, 


BURT J. GOSPER 


here, died on April 11, following an 
automobile accident in which he was 
seriously hurt some weeks ago. 

While driving from Ithaca to El- 


mira, his car crashed into a railroad 
underpass and after being taken to a 
hospital it was discovered that he had 
suffered a fractured knee and internal 
injuries. 

Mr. Gosper was a well-known figure 
in the retail shoe trade in this area 
and was president of the New York 
State Shoe Retailers’ Association in 
1930-31. 

His wife survives him. Funeral ser- 
vices were held on Wednesday, April 13. 


Nicholas Busch 


Fort WAYNE, IND.—Nicholas Busch, 
70, salesman for the wholesale shoe 
firm of S. Freiburger & Company, of 
this city, died April 5 of chronic heart 
disease. Mr. Busch was found dead in 
his automobile in the middle of a 
highway near Adrian, Michigan, where 
he had become stricken while making 
his route. He had been critically ill 
about six months ago, but was be- 
lieved to be entirely recovered. 

Born in Germany, Mr. Busch came 
to Fort Wayne at the age of 24, and 
for’ the past 35 years had been with 
the Freiburger company. He had be- 
come widely and favorably known to. 
the retail trade through a wide terri- 
tory in the middlewest. 

Survivors include two daughters, a 
son, two sisters and a brother. 
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SALESMAN WANTED 


HERE'S the most outstanding proposition in 
the country. Eastern manufacturer of men’s 
dress oxfords to retail at $2 and $3 including 
solid leather constructed line of men’s work 
shoes to retail at $3. Makeup proposition, sam- 
ples ready May first to tenth, twelve southern 
states open, only those of selling ability and 
experience need apply. Address F-753, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y 








OSTON, Mass. distributor wants Salesman 
who covers territory South and West. to 
sell a complete in-stock line of house and bed- 
room slippers—hard sole and padded sole— 
D’Orsays, Boudoirs, etc. We pay straight com- 
mission. State experience, and give references. 
Address F-749, care of Boot & Shoe Recorder, 
140 Federal St., Boston, Mass. 


LINE WANTED 


POSITION WANTED 





SALESMAN— Many years’ experience selling 
men’s spats to large shoe chains, jobbers and 
syndicate stores. Strong following, desires im- 
mediate connections. Address F-752, care Boot 
& Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 








POSITION WANTED 





YOUNG man from Spain. Experienced retail 
and wholesale shoeman in Germany and 
France desires selling position. Willing to go 
anywhere. Maurice Marcus, 336 Beekman Ave., 
Bronx, N. Y. 








SALESMAN for Prewelts, Stitchdowns, Misses’ 
McKays, Welts, Stouts, Work Shoes. Poloner 
Shoe Co.. 110 West Broadway, New York, 
ie 








ANTED: An established salesman to cover 

the southern half of Ohio for well known 
line of Boys’ and Girls’ Goodyear Welt, Welt 
Stitched, and McKay sport and sandal line car- 
ried in stock. Must own car. Commission basis 
of compensation, payable weekly. Address 
F-751, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y 





ALESMAN for Pacific Coast to handle a com- 
plete line of women’s leather sole house 
slippers and sandals, also men’s leather sole 
slippers. Write references when applying. 
Belle-Craft Slipper Corp., 88 35th Street, 
Brooklyn, N. Y. 





ALESMAN WANTED: To cover the States 

of North Carolina, South Carolina, and part 
of Georgia for well known Manufacturer pro- 
ducing fast selling, popular priced line of Boys’ 
and Girls’ Goodyear Welt, Welt Stitched and 
McKays. Complete line carried in stock. Com- 
pensation on commission basis, payable weekly. 
Territory well established but man chosen must 
be well known with trade. live on the territory 
and own car. Address F-750. care Boot & Shne 
oe: 239 West 39th Street, New York, 


FOR SALE 





FOR SALE—Shoe Department in Ladies’ Spe- 
cialty Shop, Milwaukee, Wisconsin. Popu- 
lation six hundred thousand. Department lo- 
cated in front of store. Rental on commission 
of sales. Reason for ‘selling, ill health. For 
more information write to: J. Clayton, 3542 
No. Murray Ave., Milwaukee, Wisconsin. 








MERCHANTS’ NEEDS 








WANTED TO PURCHASE 








Buyers of Surplus Stocks 
oon ee ee ee 2 aie eae A ae 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO..; Inc. 


106 Duane St. New York 
Phone WOrth 2-5377 and 5378 








DR. PYLES FOOT OSCILLATOR 


The Most Remarkable Contribution to shoe ip 
a ino & oe ordinary 


recent years. Take 





Can be operated by customer or clerk with simplicity. ° 


Price $38.50, F.0.B., Stockton, California. 
Shipped on FREE trial anywhere in the USA 
WRITE TODAY for this liberal offer. Sold on 
payment plan. 

THE VI-PED-EX CORP. STOCKTON, CALIFORNIA 








ADVERTISING EXPERT 


for orthopedic or feature shoe firm 


Avaas.e now . perhaps 
most seasoned all-around adver- 
tising man in Chicago. Seventeen 
years with leading advertisers, agen- 
cy, trade papers, newspaper, maga- 
zine, three manufacturers. Last four 
years sales promotion manager larg- 
est manufacturer arch supports, 


remedies, shoes. 
eee 


Head entire department or assist. 
He’s excellent copywriter, ads for 
magazines, newspapers, radio, point- 
of-sale of finest kind, trims for win 
dows, dealer helps, house organs and 
direct mail of all kinds, catalogs, 
broadsides, folders, booklets. 
eee 


Makes striking layouts, directs art, 
photography, all production details 
with economy, also printing, lithog- 
raphy, assist sales manager effec- 
tively. Portfolios, contests, drives, 
campaigns, letters. 
eee 

Age 43. Christian. Married. Ener- 
getic to unsurpassable degree. Tops 
in sound, mature judgment; yet mod- 
ern, active, keen merchandiser and 
idea man of top standing. $5200 
year. Interesting facts of success 
career in detail on request; specimen 
scrapbooks, too. Write ARTHUR A. 
STARIN, 5653 N. Kenmore Ave., 
Chicago, Ill. Answer interview any- 
where; at once. 











WANTED TO PURCHASE 








SHOE STOCKS BOUGHT 
Complete or Part 
Wholesale or Retail 

BARIS SHOE COMPANY, Inc. 


79-81 READE STREET, NEW YORK, WN. Y. 
Telephone WORTH 2-5160-516! 











WE BUY 
Entire or Surplus Wholesale and Retail 


Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Sos- 
tonians, Stetson, Red Cross, Nuaa-Bush, Etc. 
IBVIN RUBIN 
“The House of Jobve’’ 
89 Reade St., Cor. Church 
Phone Barclay 7-7887 New York City 

















mum charge, 7 
address should be counted. 





CLASSIFIED ADVERTISING 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
5 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge, $1.25. 


When a box number is desired twelve words should be added for the address. In all other cases each word of the 


RATES 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 
= Advertisements for this page must be in our New York office on Friday of the week preceding publication. “ef 
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CAVALIER 


THE 


SHOE MANS 
POLISH 


BUILDS BUSINESS 


POLISHES — CLEANERS — DYES 
FOR EVERY SHOE STORE NEED 
WRITE 


CAVALIER-BALTIMORE, MD. 
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Wagner Wins Shugor Prize 


In a novel contest advertised by the 
distribution of simulated silver coins 
at the Leather Opening in New York, 
carrying the design, Frederick P. Wag- 
ner, superintendent of Brauer Bros. 
Shoe Co., has been awarded a prize 
of 25 silver dollars by Thomas Taylor 
& Sons, Inc., for his estimate on the 
flexing qualities of the new Pluralastic 
Shugor. 












SINGER 2s 


The unusual flexing qualities of Plu- 
ralastic Shugor were demonstrated at 
the Leather Show, during which it was 
flexed 84,082 times without breaking. 
Mr. Wagner’s contest estimate was 85,- 
000 flexes. 

Pluralastic is a new type of rubber 
thread just put on the market by the 
Easthampton Rubber Thread Co. It 
is covered by patents in all countries, 
and its use in the shoe field is confined 
exclusively to Reinforced Shugor, pat- 
ented by Thomas Taylor & Sons. Al- 
though Pluralastic appears to be a 
single rubber thread, it is shown, when 
put under the magnifying glass, to 
consist of several parallel sections. 
Formerly, when the stitching needle in 
a shoe factory hit a rubber thread in 
shoe goring, the thread was injured 
and the goring became defective. When 
the stitching needle hits the Pluralastic 
thread, it damages only one of the sev- 
eral sections and does not impair either 
the efficiency of the thread or the 
beauty of the goring. 


Eitel — 
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Karl Eitel — Roy Steffen 














SHOE STORES 


CANNOT AFFORD TO BE WITHOUT 
ONE OR THE OTHER OF THESE 


SHOE STRETCHERS 


THEY STRETCH— 
THEY LENGTHEN— 
THEY EASE VAMPS— 
THEY LAST A LIFETIME 

















Made in u. 8. a 
MAJOR TWIN STRETCHER 


working two shoes at a time—even if they are of 
differcnt size and kind—it renders double duty. 
The price complete includ'ng three pairs of Right 
and Left Lasts. Vamp Easers and Bunion Irons is 
$30.00 F.0.B. Philadelphia. Weighs 60 Ibs. 


Made in U. S. A. 


PARAGON STRETCHER 
COMPLETE WITH 3 LASTS 
VAMP EASER AND BUNION IRONS 
$15.00 F.0.B. PHILADELPHIA 
Order through your Findings Dealer or write to us 


Laing, Harrar and Chamberlin 
43 N. 3rd St. Philadelphia 











It is interesting to note that Mr. 
Wagner, the winner of the first prize, 
is also the inventor of the famous 
Tango pump, now made under license 
by many shoe manufacturers. A new, 
special Tango Pluralastic Shugor has 
just been developed by Thomas Taylor 
& Sons, Inc. 














HOTELS 












































OTEL 


Feennox 


SAINT LOUIS 








OVER 50 
LESS SING 


OF ALL ROOMS $3.50 OR 
LE; $5 00 OR LESS, DOUBLE 














MERCHANTS’ NEEDS 


No Mis-Mates with Mate Marks 
2450 2450 2450 






































Gus V. Wells—686 45th—Des Moines, la. 
Send Free Samples and Prices 
WONG 6 e CECE ECE Cee CONE CERTES CKEAD TES ECHO 

















TAY IF 
shoe Re-Shaping Devices 


Alter Shoes to Fit 
Abnormal Feet 





























Make the necessary 





fitting adjustments to provide 

















1 
DUNDE SHOE RE-SHAPING DEVICES, INC. 
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Cold and Rainy Weather 
Hits Philadelphia Trade 


PHILADELPHIA—Pre-Easter selling in 
Philadelphia was hit by a week of cold 
and rainy weather as in other parts of 
the country, but despite this a great 
many shoe departments have been ac- 
tive through April to date, some pre- 
dicting on the basis of current business 
that Easter selling this year will go 
ahead of last year’s figures. 

Blue was the almost unanimous an- 
swer when asked what was the best 
selling color so far this month, but in 
many cases black patent leather is 
either a close second or running neck 
and neck with blue, and the various 
copper tones are also reported up in 
the money by a number of stores. 

Leathers as a whole are outselling 
fabric shoes by a good margin and all- 
gabardine shoes are in much less de- 
mand than they were last Spring. Ga- 
bardine and leather combinations, how- 
ever, have been popular, particularly 
in blue and black. Reptile trim shoes 
have been reported popular by several 
stores. 

One shoeman, who reports pre-Easter 
business already showing a gain over 
the same season a year ago believes 
variety of choice one of the main rea- 
sons for increased shoe sales _ this 
Spring. Not for many seasons has the 
range of color, type and material been 
so wide and varied and this has proved 
good for business and given opportunity 
for increased and extra sales. Other 
stores also report signs of increased 
activity and are optimistic that with 
any kind of a weather break at all, 
sales will go over the top on Easter 
business. 

Albert H. Bogutz, shoe buyer at the 
Bonwit Teller store, reports an early 
and good response to their addition of 
the Young Philadelphian line, retailing 
at $6.95. 

I. Miller stopped traffic along Chest- 
nut Street in April with a window dis- 
play of kidskin shoes in “Easter Egg” 
colors. Bags in matching shades were 
keyed to the shoes and the diplay made 
striking use of these high-fashion 
Easter colors. 

Steigerwalt’s find black patent leath- 
er and the big demand for blue domi- 
nating the pre-Easter picture in early 
April sales, but have also been very 
successful with two-toned shoes. One 
of the most popular versions of the 
two-toned effects is in a shoe of kidskin 
with silk braid banding at close inter- 
vals over the entire shoe surface. 
These shoes use grey on brown and 
brown on navy as well as lighter and 
darker tones of the same color com- 
bined 

Wanamaker’s report blue the leading 
color in April sales, but black, particu- 
larly in patent leather, is still running 
a close second, and brown in the new 
copper tones is increasing in interest. 
Gabardine shoes here have not yet lost 
any of last Spring’s popularity and are 
still selling well. 
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BOOTS AND SHOES 


ARNOFF SHOE COMPANY, New York City. .... z ics amin gh alee 46 
BASS, G. H., & CO., Wilton, Me.. ces aie Lhe eae 48 
BRAUER BROS. SHOE CO., St. boule: ibis xaitiet a Say a See 97 
BROOKS SHOE MFG. CO., Philadelphia, Pa.. ne Peetmea ene eto 48 
CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass............ Swerecereds. 4 
COLT-CROMWELL CO., INC., Stoughton, Mass........ 000.000. c cc cc eee eee ees 47, 51 
CONFORMAL FOOTWEAR COMPANY, St. Louis, Mo...........0.-0..0.-0. 0000-41 
CONJOR, H., SHOE CO., INC., a Soe ven rege nes soi eee 4B 
ELAM, F. S., SHOE CO., Rochester, N. Y.. Pilg ei Set hea res one EO 
ENDICOTT-JOHNSON CORP., Endicott, N. 'Y., b. ceebe cele. ASEAN elaine. «4, 5 
EVANS, L. B., SON CO., Wakefield, Mass......... pate ct eee estat” OB 
FRIEDMAN-SHELBY SHOE CO., St. Louis, Mo... A Seciagebys Sr catie En Pee 10 
GREAT EASTERN SHOE CO., Boston, Mass.. 0.00.0... 2c ccc cee ccc eee eee enes 46 
GREEN SHOE MFG. CO., Boston, Mass............ Bog are ea . .Back Cover 
HOOD RUBBER CO., INC., Watertown, Mass. ................2........... Front Cover 
HOUSE OF CROSBY SQUARE, Milwaukee, Wis.. aca saett Mena Cee «37 
JUSTIN, H. J., & SONS, INC., Fort Worth, Tones og oe eho aaa 
MISHAWAKA RUBBER & WOOLEN MFG. CO., Michawelle, ind. Pin eres: . 45 
MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass............. 0000 ccc cceueeeeees 46 
NATHAN, DAVID T., Boston, Mass.. ‘ Ser hi eer Wein BEE ot ar ala em 51 
NUNN-BUSH SHOE CO., Milwaukee, Wis.. phigh ee en meena Tas, 3rd Cover 
OWENS SHOE CO., Salem, Mass............... wise Miied Sies, Cceac evs eee ks 48 
ENT DRG oi sis yale sd ae ok cag nite oe ea eee ee eee ea 46, 52 
SWAN SHOE COMPANY, Baltimore, Md..... Re Se eee | AO 
THOMPSON BROS. SHOE CO., Brockton, Mass.............. 2.0.0 ccc ccc cess eeeeees 6 
VITALITY SHOE COMPANY, St. Louis, Mo.. I Kee Meg GON. We ceca a ee 
WEIL, M. K., SHOE CO., St. Louis, Mo.. RENE SEN rae, hate. Glen ae ee e 50 
WOLFF-TOBER SHOE MFG. CO., St. Lenl, Mo. CUP, wrote ieeg ie WA tee. 25 
LEATHER AND OTHER MATERIALS 
COLONIAL TANMIN@ GO., Baton; Mats... 2.6. ici Se ciien ee i ik es cee ene 2 
EVANS, JOHN R., & CO., Camden, N. J.. Go EE Coke eeu 33 
HUBSCHMAN, E., & SONS, INC., Philadelphia, Ra: Lith, ee eat 2nd ‘Cover 
WG ee ts NS NS ios So isco coccc ies ot vin ov cob ccvcdewecuce 31 
TROSTEL, ALBERT, & SONS CO., Milwaukee, Wis... 0.000000 00. cee cece eee ee 50 
MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 
BECKWITH MANUFACTURING CO., Dover, N. H..... 2.00. c ccc cece cee eee . 3 
CAVALIER CORPORATION, Baltimore, Md........... 0.0... cee cee cece cece cence 55 
DU PONT, E. I., DE NEMOURS & CO., INC., Arlington, N. Ju... 60... 53 
Ir rs cb gol. cate ce gieatticne oe cheebaceccceces 42 
OSMIC CHEMICAL CO., Brockton, Mass..........0 00000000 cece eee eee 45 
TALON, INC., Meadeville, Pa........ oh RLU SERS eR in a ve ty a ef 
UNITED LAST COMPANY, Boston, Stites. ae a ee gs es a 44 
UNITED SHOE MACHINERY CORP., Boston, Mass..................... : 38, 39, 49 
STORE EQUIPMENT AND FINDINGS 
DUNDE SHOE RE-SHAPING DEVICES, INC., Hollis, N. Y......... eeigie. ss. 55 
LAING, HARRAR & CHAMBERLIN, Philadelphia, Pa.. S58 Sate Sergey Bh 55 
NATIONAL VULCANIZED FIBRE CO., seers Del. Era RGN OLR ok mo: Sf 
SCHOLL MFG. CO., INC., Chicago, Ill.. oa Spee MTF \ A, Se © § 
VI-PED-EX CORP., Stockton, Cal.. Neen om Baga a est CARAMEL. as... «5A 
WEEKS Gk Uo Oal Wels. Tone. ss PEER re ee Gaus... 55 
MERE GTI 90 LOU, Gr. 6. ce UE, 8 
MISCELLANEOUS 
BARIS SHOE COMPANY, New York City. . PORT AS Ne ee oe ee ee 
CHARLOTTE SHOE FAIR, Charlotte, North Carolina. CORE So mp ok ae ee 47 
en Me NVR Noo jek a alone ids pelire pun wiped ombiéscm eid eledcs-- 55 
PUT Bs ie LONE, NG asec ic ain 9b. 6 68 Gm hve hk rh ripe ee Watenieln bie 55 
re I, NCCC I iio ais ow gion Sin sec otie S Sosy wk diealn Ooi¥uaeila bddvie-ee oe 54 
KIRSCH-BLACHER CO., INC., New York City...... 00. c eee cece ccc ec eee eens 54 
TOLMAN-DAVIDSON ADVERTISING PRESS, INC., Boston, Mass...................... 46 
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Ave you customers lhese advantages 


mrad was one of the first factories to make @me0 Shoes Elimination of the channel nuisance which means trim 
men — and for the past eight years the production has edges, clean-cut lines and no ‘“‘peely soles’... snug- 
teased with every season. Some Conrad models are fitting shanks that follow the exact lines of the last and 
ight Gm) Shoes of extreme light weight — others stay that way throughout the longest, hardest wear... 
@me() Welts of the rugged type with wider extension fit, flexibility, and comfort such as were never possible 
gs. A regular repeat business has developed with J . with the older methods of manufacture. It will pay 
ny of the leading stores throughout the country im you to investigate this important new trend in 
se buyers appreciate the many advantages of | f men'sshoemaking. A list of manufacturers making 
ks made by this new and improved technique. ™ Be = Gme( Shoes for men will be sent gladly on request. 


COMPO SHOE MACHINERY CORP. 7 BOSTON, MASSACHUSETTS 





nO MORE PEELY SOLES 
Onc titortntonn rICUIDILITE 











ANY girl with a flair for elegance in dress has 
a natural preference for white shoes that give 
her foot the utmost in smartness. Good taste 
and experience have taught the majority of 
women that white kid shoes best complement 
all warm weather costumes. 


No other shoe for warm weather wear offers 


\ 


such versatility and continual appropriateness ANN 
as a white kid style. Women live in their % 
white kid shoes — morning, noon and 
night—throughout the summer! 





-~— 
_ =- 
=_—]—- — 














LEVOR WHITE KID 
1S WASHABLE— 


Cleaning instruction leaflets are 
usually packed with each pair of 
shoes made of this fine leather. 
Instruct your salespeople to hand 
the leaflet to the customer at the 
moment of fitting. It helps sell 
shoes and findings ! 


These millions of women who come back year after year 
for shoes of the same kind of white kid which satisfied them 
so well in the past are important members of your com- 
munity. ‘They are fashion-wise, because they choose foot- 


wear with definite dress value. 


They are purchasing agents of entire households and influ- 
ence buying habits of others. What they like about your 
store boosts your business by much more than their per- 


sonal trade. 


More millions of these women than before will expect you 
to have smart, white kid shoes in their sizes throughout 
June and July. Public buying tendencies and the condi- 
tion of retail selling stocks today forecast an acute shortage 


of white kid shoes during the summer. 


The stores mindful of the buying power and the influence 
of these millions of women will have adequate stocks of 


white kid footwear to meet the demand. Will you? 


G. LEVOR & CO., INC. 


Tanners over 60 Years 


GLOVERSVILLE NEW YORK 
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SUPER SOLE WITH ARMORED HEEL 


1, 2—€xtra heavy, double, black, composition sole built to take 
punishment. 3 joulded black composition caulk welt weather- 
. 4—Husky, steel-bound composition rubber heel. 
. nailed sole construction. 6—Double riveted, tripie- 
stite vamp for strength. 7—Dirt-excluding half-gusset 
tongue. 8—Tough, leather pull-strop and reinforced back stay. 
206 —Men's comfortable, pliable, black elk-tanned blucher with 
armored heel and double, extra heavy composition sole for 
extra wear. Sizes 6/12. Priced to be a best-selling style 1.60 


203—Same in cherry elk. 





’ 
BOYS’ WORK SHOE 
34—Boys' Black Elk blucher with long-wearing, sturdy no-mark out- 
sole (will not mark floors), oak-tanned leather middlesole, 13-nai! 
solid rubber heel, riveted shank for greater strength, triple-stitched 
and riveted vamp, heavy nickeled hooks and eyelets, half gusset 
tongue, sturdy nailed and stitched sole construction, and grain leather 


EXTRA QUALITY. GOODYEAR WELT insole. A good shoe for farm and outdoor work. Sizes !/6. 1,45 


soli eae ined tegthermidalesote. 2Trop await ‘eoayect 34'%4—Same in little men's sizes 9/13!/2 
cons with na re c' ey , 
w " ; okie duoled af aa ae ates 31—Same with cap toe. Boys’ sizes 1/6 
strength. 5—Long-wearing, heel. 31/4 —Same with cap toe. Little Men's sizes 9/13!/2 
6—Oak-tanned leather caulk-welt w 


tongue. 1 jeatly 
top. 11—R and pull-strap. 
1081—A husky, hearty, men's black elk blucher, with soft, pliable 
upper and top-quality sole construction, built to take the 
hardest punishment. A phenomenal value. Sizes 5/14.... 2.172 
1080—same, with heavy composition rubber outsole 
Sizes 6/12 oo - 


OIL TANNED RIGHT THRU! 


* An Extra Strong, Long-Wearing Leather. 
* As Water Repelient As Leather Can Be. 
* Stays Firm and Pliable After Wetting. 
1, 2—Two, extra thick oak-tanned leather soles 
Goodyear Welt Construction. 
Added Strength. 5—Rugged, . 
Grain Leather Insole. 7—Leather-lined vamp for 
pee ot Ga steel are shank 
ore! 5 complete foot ¥ 
to state bet lt—Boond athe prevent chafi at 
ex ° to 
ankle. 12—Reinforced and iveted backstay and pull-strap. 
1158—Men's oil-tanned Eskimo Calf blucher built to withstand the 
most gruelling working conditions. A super quality shoe 
throughout. Sizes 6/14 2.90 


ENDICOTT JOHNSON 
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Order a single pair of E-J work shoes. Feel the heft of 
them. Try them on yourself. They're made of fine, pliable, 
thoroughly tanned leathers that won't "burn" the feet. 


They're heavily soled and heeled . . . double reinforced 
where extra strength is needed. 


Point out their many features to any workman. Ask him 
to compare them with any other work shoes that sell at or 
near these prices . .. and watch him smile. These are the 
kind of shoes he likes! They're the shoes that made Endi- 


cott Johnson famous! 


If you carry work shoes at all, you owe your customers the 
best-built, longest-wearing, huskiest shoes their money 
will buy . . . Endicott Johnsons. Order them from stock 
today for faster sales, more satisfied customers, and BIG. 
GER, YEAR 'ROUND WORK SHOE PROFITS! 


TUF. ‘SOLE 


tough, 

Meh x. . . 
rubber healt ea a Slack 

r mide lesen” 3. - Outsos 
—~13-naileg Solid 


tain | with hea 
cheered & insole, ole, 
=, Cons ce 
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LONG-WEARING 
Composition rubber sole—13 Nail Solid Rubber Hee! 


100—Men's Black Wax Veai Blucher with husky composition rubber 

ale and moulded composition caulk welt weather-proofing. 
Strong, nailed sole construction, 13 nail solid rubber heel, triple- 
stitched and single-riveted vamp, leather counter pocket, heavy 
nickeled eyelets, Salt gusset, dirt-excluding tongue, and reinforced 
leather backstay and pull-strap. A tough, long-wearing work shoe 
built to sell at rock-bottom price. Size 6/12 


109—Same with double, oak-tanned leather soles. Sizes 6/12. 
1.572 


1, 2—Two full solid oak-tanned leather soles, selected, long- 
wearing ing. 3—Sturdy, Ny wy ea stitched sole construction. 4— 
Double riveted at shank for greater strength. 5—Husky, 13-nailed 
solid rubber heel. 6—Leather caulk welt weatherproofing. 7— 
Half gusset, ae coke’ 8—Triple stitched for strength. 
9—Sturdy leather pull- 10—Neatly finished, with brown 


top-binding. 


1060—Men's fine, pliable, black, elk-tanned blucher, Heavy, nick- 
eled hooks and eyes, leather insole, leather counter pocket, rein- 
forced backstay. A top-grade, husky 1 ci wearing shoe at 

an outstanding low ‘price. Sizes 6/12 2.00 


1061—Same with Cross-Cord outsole and heel. 
and wears like an automobile tire . 


HEAVY-DUTY, ALL LEATHER 


Paracord rubber composition outsole. 2— 


1—Extra heavy 
py) tched selec oak-tanned leather middiesole. 3—Nailed 


shank 


rubber all 


excludi 
vamp. 


220—Men's extra heav 
An ideal combination 
hard wear. 


= gape tee + 4—Riveted 


ugged, 13-nailed solid 


FSestes lea top-facing. 7—Half cusset, dirt- 
tongue. 8—Riveted and triple stitched for strength at 
—Strong leather pull-sirap and reinforced back stay. 


cherry elk blucher, ful! vamp, all leather. 
uilt to give extra service under 1.95 


Sizes 6/12. An E-J super value at 


221 --Same in Black Elk Plain toe 


ENDICOTT, N. Y¥. ¢ ST. LOUIS, MO. «© NEW YORK CITY 
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OSTON'S 


“luo of Fictal hotels 


TATLER ++ COPLEY-PLAZE 


SHok BE YERS Hl be afforded the op SHOR MANCEACTURERS 
of thre 


portant 


the omoad- 


tions write 


NEW ENGLAND 
SHOOK and LEATHER 
ASS QOC€CLA TPETEON 


eo yea One 


\1 


PIOLINCOLN SF. 
BOSTON 


the only NATIONAL summer shoe show 
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I FARRAR 


y 
FOR tHe SSC PATENT LEATHER SHOES 


BGOIROINIAIE 


FALL & WINTER 1938 


TO 


FALL AND 
WINTER COLORS 


The steady march of colored patent leather 
into style prominence and substantial vol- 
ume makes an authoritative color guide 
essential to every designer and merchan- 
diser of footwear. To such, Colonial offers 
this comprehensive sample showing of the 
thirty colors available in that superlative 
patent leather. 











* * * 


ot, eC /. the GUILD SHOWING, May 2-4, note particularly the patent leather models exhibited by 
the following Guild members. They count on Colonial’s beautiful colors and black to best ex- 


rr TANNING COMPANY, 207 SOUTH STREET, BOSTON, MASS. 


press the creative genius of their designers. 


Pincus & Tobias, Inc. Seymour Troy, Inc. La Valle, Inc. 

C. & A. Lo Presti, Inc. Avon Shoe Co., Inc. Schwartz & Benjamin, Inc. 
Tupper, Inc. Laird, Schober & Co. S. Rauh & Co. 

American Shoe Co., Inc. Delman, Inc. Palter De Liso, Inc. 
Unity-Grossman, Inc. Cornell Shoe Co., Inc. E. H. Strassburger, Inc. 

1. Miller & Sons, Inc. Carlisle Shoe Co. Andrew Geller Shoe Mfg. Co. 
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PUT YOURSELF 


It wouw be the best thing in the 

world if, once in a while, the man who works in 
the shop—or, for that matter, at any job— 
could occupy the boss’ chair . . . to get an over-all 
picture of the business of which he is a part .. . 
to see the unending procession of problems which 
come up for solution—questions of finance, com- 
Petition, costs. 
Remember that it’s no small task nowadays, to 
keep a business operating successfully. Competi- 
tion is keen. Orders are received only if prices 
compare favorably with those of competitors. 
It takes originality of design, clever sales strategy, 
intelligent advertising to develop and keep a 
market. More than that it requires financial 
soundness and ample capital to insure continued 
operation. 


On all these things, and many others, depends 
your company’s success . . . your success, Many 
a long hour the men who direct a business worry 
on to face directly. Yet upon their success in 
meeting them depends both their own future and 
yours. 

Those who give such things. a second thought 
are agreed that both fairness and self-interest 
cooperation between all those who make up 2 
business—workers, management and investors. 
The better we all understand each other . ... the 


.more we know about the other fellow’s point of 


view ... the more we'll pull together and the 
faster we'll all get along. THATS ONLY 
COMMON SENSE. 





STERLING LAST CORP. 


America’s ‘Foremost ‘Fashioners of Lasts 
335 EAST 27TH STREET, NEW YORK 


Boston Office, 210 Lincoln Street 


PROSPERITY DWELLS WHERE HARMONY REIGNS 
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again fashion says SANDALS 


cute, feminine, 


upp —ereview | 


SANDALS 


Every fashion release shows large veils, pretty dressmaker flourishes, and 


higher hem-lines. Everything is more feminine. And there’s nothing more feminine than light, 


beautifully made sandals. The coming seasons will prove that. Tupper-Preview sandals are in all 


fine, authentic fabrics and leatners. They are style-keyed to sell. Their trim, neat edges, their 


finished, craftsman look, will make them your fastest moving line. See them at the Fashion Guild Show. 


SOLEASE DIVISION 
Hoboken, N. J. 


NEW YORK SALES OFFICE 
Marbridge Building 
47 West 34th St. 
TUPPER PREVIEW Inc. INC. 
50 W. 17th St., N. Y. PLANTS IN NEW YORK AND NEW JERSEY 
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OU’RE RIGHT! Scuffless heels make sales easier. Why? 

Because Scuffless heels talk a woman’s own language— 
tell her how to keep her shoes looking smart longer. She 
will quickly understand that she’s getting extra value when 
the shoes have Scuffless “PYRAHEEL” plastic heel covering. 
And she will ask for them the next time she buys—because 
the first pair proves that Scuffless heels are as smart as 
they’re practical! 

Don’t overlook this important selling point. Tell your 
clerks to point out that the heels won’t check, crack or scuff. 
It will help clinch tough sales. Ask your shoe manufacturer 
to use “PYRAHEEL” on your next order. Write for samples 


ear sel] better. 


and complete information. = 
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1. Miller salutes the Shoe Fashion G 


semi-annual convention. 


The members of this group have achi 
their persistent and conscientious effo 
quality shoe manufacturing and quality 
life-blood and moving force of the shoe ir 


Business recessions neither dim their efforts 1 
nation. Spring 1938 witnessed a complete do 
industry with their great parade of fashion 
ready-to-wear and accessory world as well. 


1. Miller is proud to take part in the program o 

signal success. and influence of its color progra 

launched the famous Parisand*; the addition of 

ion names to its roster; the constant growth of ‘it 

benchmade distribution; the widespread advertising 

leading quality and fashion media ... al! these poinf. 
is company will continue to travel. 


this summer and fall period, |..Miller rededicates | } : 
ake history for quality shoe distribution. 


$, Inc., ona isLanp city - NEw ¥%& 
e, New York—Rooms 534-536-538-540-54 
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ooluoles 


TOM MIAMI 


a aee Smart as a whip — gay — 
sprightly ... and withal comfort- 
able. 
. . « That matchless comfort Ce- 


lastic always imparts. THE QUALITY BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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BALL-BAND 
PRESENTS 


Beautiful 
New Suede Ginish 
Recbber Gaiters 


AT VERY FAVORABLE 
PRICES 


A truly smart, new. all-rubber suede finish for gaiters 
that for beauty and style have won the enthusiastic 
approval of stylists, buyers and consumers — and 
that win further approval because they are very 
favorably priced. That's Ball-Band’s latest contribu- 
tion to the prestige and profits of Ball-Band dealers. 





The smart suede effect which Ball-Band has created 
is so perfect that those seeing these gaiters for the first 
time actually have to examine them closely to real- 
ize the finish is all-rubber and not leather or fabric. 


Here is that “something new” you've wanted. It is an 
eye-catcher on display. and a business-getter at the 
fitting stool. It will pay you to wait and see this new 
Ball-Band achievement before you place your orders 
for next fall’s stock. A Ball-Band salesman will see 
you in due season. If you want to see him right 


away, write us. 


Mishawaka Rubber & Woolen Mfg. Co. 


280 Water Street, Mishawaka, Indiana 
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itch Your Wiagen eae Pee 


Today, merchants are alive to the value of a good name... they realize how necessary 
it is that the lines they sell have standing .. . have a following. It is for this reason, as 
well as others, that Florsheim Shoes for Women have had such an appeal to progressive 
merchants everywhere . . . for Florsheim Shoes for Women bear the proudest name in the 
fine shoe field ...a name that has stood for quality and honest value for nearly half a 
century. We suggest that you let our representative call upon you . . . he will have an in- 


teresting story to tell you and appealing styles to show. A word from you will bring him. 


ia 
In Stock. THE KARY, W-1445; GENUINE WHITE BUCKSKIN WITH 


WHITE CALF SADDLE, STRAP AND HEEL COVER. 


TO RETAIL AT 1? 


AND 41050 


SHOES FOR WOMEN 


THE FLORSHEIM SHOE COMPANY ¢ Manufacturers * CHICAGO 





